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Remembering 


Men are sometimes disturbed by the thought that 
the market for their products will become satur- 


Se es a 


ated. The saturation point is a creature of the 
imagination fostered by lack of confidence in the 


SS eet Le | 


thing to be sold. There is no such thing as over- 
production of a good article. 


os eee 8 | 


In 1923, Schwab said: “In 1900 we were producing 
17,000,000 tons of steel We thought we had 
reached the zenith of business. In 1922, we pro- 
duced 40,000,000 tons against a capacity of 50,000,- 
000. We are still increasing the size of our plants 


“1 49 at a ea wom we} 


in the belief that we are still as far from the zenith 


of business as ever.” 








Don’t worry about doing too much business. As 

New Home Office Building 
720 N, Michigan Ave. 

Chicago tunity will always be some laps ahead. If you sold 


our business proceeds—no matter how fast—oppor- 


a large amount of insurance in 1923, there is no 
—— Openings in reason why you cannot achieve still greater records 
linois 


<< in 1924. The opportunities are greater than ever 
Kansas before. Backed by the comprehending friendly in- 
lowa 

South Dakota 2 : 
nee will go far. He cannot do otherwise. 
Missouri 

Nebraska 

Michigan 


terest of the Central Life, an agent who is a hustler 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 
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Views of the Home Office of the 


MIDLAND LIFE 


INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


Left—City Agency 
Room 


Right—Directors’ 
Room and Office of 
the President 


Above—Exterior view 
of Midland Office 
Building, Armour 
Blvd. and Main St. 


Left—General Offices. 


Right — Renewal De- 
partment : 
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Capital and Surplus $275,000 Insurance in Fo 
MISSOURI KANSAS OKLAHOMA 
“*The Heart of America”’ 


HE Midland Life offers unexcelled opportunities to agents. The Company’s sound con- 

dition and strong Directorate are well known. No company has a better reputation. Field 
men receive the most helpful home office co-operation. The Midland’s policies are readily 
salable; its agency contracts are liberal. General agency openings are available to the right 
men in Denver, Oklahoma City, St. Joseph, Mo., and in Tulsa, Okla. 


A PERMANENT GROWING INSTITUTION! 


DANIEL BOONE, JR., President JOHN M. SMULLIN, Secretary 


rce, Over $27,000,000 


Territory — TEXAS COLORADO 
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Complete Protection 




















This Combination is Making Money for Men of the 


National Life Insurance Co. 


of the United States of America 
ALBERT M. JOHNSON, President 


More Sales Per Interview 

More Commission Per Sale 

More Satisfied Living Policyholders 
Less Lapses 


The Emblem 








A Preferred Low Cost 
5 Point Complete Protection Service for Life Policy- 
Provides : holders that will Ma- oF Supoemney 


$5,000 In event of natural death. . . 
$10,000 In event of accidental death. terially increase your 


$25 Per week for 52 weeks while Earnings 
confmed by sickness. 


$25 Per week for 200 weeks while 
disabled by accident. 


$50 Per month for life should dis- S : sec ae 3 
dite te tak and Gana There are money making opportunities in General 
permanent. No further de- Agency connections in Wisconsin, Indiana, Ohio, 
sere“ amy “oe a Kentucky, Louisiana and Mississippi. If you have 
offset benefits received under ability and the desire to build organization and 


this clause. 


$5,000 For loss, by accident, of both 
eyes, both hands or both feet 


income, it Will Pay You to write either 


—or one hand and one foot, ROBERT D. LAY 

and an income of $50.00 . 7 z 

monthly. Vice-President and Secretary 
$2,500 For loss, by accident, of one or 

eye, one hand or one foot. WALTER E. WEBB 


$5,000 For insured, on endowment at 
age 60 or 65 plan, when old age 
comes, besides all the other 


benefits as he goes along. 29 South La Salle Street 
Chicago, Il. 


Vice-President 











A Progressive Old Company for Ambitious Young Men 


Established 1868 


Over One Hundred Sixty Millions Life Insurance in Force 
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The business of the Reliance Life has been built up slowly, surely, solidly. 

It has been built up solely through the efforts of our own agents. 

No reinsured business figures in our annual statements. 

Last year our premium income approximated $8,500,000. 

Aside from unstinted service and close cooperation with our agents, no other 
factor has entered so largely into the making of this record as our “Per- 
fect Protection Policy.” 


The “Perfect Protection Policy” has been developed, through more than 
two decades of experience and experimentation, to meet precisely 
the life insurance needs of the American people. 


It has proved itself a prodigy in the field of production. 
It has proved itself an infallible key to the heart of the insuring public. 


Consequently, it has opened the portals of increased prosperity to thou- 
sands of agents throughout the country. 

Agents and policyholders, alike, have found it pays to rely on the Re- 
liance. 








Our agency contracts are more than liberal. 





Why not, as others have profitably done, 


Learn to rely on the 


RELIANCE LIFE 
INSURANCE COMPANY 


Pittsburgh, Penna. 
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BIG LIFE MEETING 
ON AT LOS ANGELES 


Kansas City, Mo., Awarded 1925 
Convention of National Associ- 
ation of Life Underwriters 


CLEGG NEXT PRESIDENT 


More Than 1,700 Present at Annual 
Gathering—Larkey Presiding in 
Wells’ Absence 


NEW OFFICERS NOMINATED 

President, John W. Cleg«, Philadelphia, 
Penn Mutual. 

First Vice-President, George E. Lackey, 
Oklahoma City, Massachusetts Mutual, 

Second Vice-President, John Henry 
Russell, Los Angeles, Pacific Mutual. 

Third Vice-President, Paul F. Clark, 
Boston, John Hancock Mutual, 

Secretary, George D. Alder, Salt Lake 
City, National Life of Vermont, 

Treasurer, Robert L. Jones, New York, 
State Mutual. 

Chairman of Executive Committee, 
Graham C, Wells, New York, Provident 
Mutual, 

Election Thursday. 

By FRANK A, POST 

LOS ANGELES, CALIF., July 23.— 
\nnouncement of the selection of Kan- 
sas City as the 1925 meeting place and 
a registration of more than 1,700 fea- 
tured the opening day of the 35th an- 


National Asso 


Underwriters. The at- 


nual convention of the 
ciation of Life 
tendance was remarkably large, the Bilt- 
more theatre where the sessions are be- 
ing held being crowded for the first 
meeting. 

The choice of next year’s convention 
city was made by the executive com- 
mittee at its meeting Monday evening 
Several other places had previously ex- 
tended invitations, but Kansas City was 
the only one represented personally, and 
got the meeting without opposition 


Adopt Therpe'’s Resolution 


Other important action taken by the 
executive committee included the adop 
tion of a resolution offered by Orville 
Thorpe of Dallas, Tex., pedging the life 
underwriters of the nation to do every 
thing in their power to keep in force 
the endowment insurance provided by 
the government under the soldiers bonus 
bill and discourage the ex-service men 
trom cashing in on their policies when 
the cash value becomes effective as 
many of them are already planning 
t do 


Object to Princeton Plan 


\nother resolution protested against 
the plan of the memorial committee of 
Princeton University for placing life in- 
surance on graduating classes of the 
university through an employe of the 
university who was to receive the com- 
missions in lieu of salary. - The protest 
is to be sent to both companies and in 
surance commissioners. The committee 
oted to submit an amendment to the 
constitution designating the vice-presi 

(CONTINUED ON PAGE 30) 


HOLD AGENCY MEETING 


CONVENTION AT LOS ANGELES 


Pacific Mutual Life Entertains Pro- 
ducers in City Previous to Under- 
writers Association Gathering 


LOS ANGELES, CAL., July 22 
The Pacific Mutual Life agency 
ing today in the auditorium of the home 
office building of the company was at- 
tended by about 300 representatives of 
the company. Of these, 179 qualified 
ior attendance by writing $200,000 or 
over, ten of these being women. Three 
of those present, Colonel Archer ot 
San Francisco, Charles F. Lewin of Los 
Angeles and Danford Baker Jr., son of 
vice-president Dan M. Baker of Los 
Angeles qualifed in the $1,000,000 
class. There were 81 in the $250,600 to 
$500,000 class and 87 in the $200,000 to 
$250,000 class. The total production ot 
the qualifed agents was $54,000,000 
business. The first 50 leaders paid tor 
an average of $487,000 and earned an 
average of $12,600 each during the 
agency vear based on a 50 percent 
commission and conservative commuted 
renewal values. 


meet- 


Prosperity Is Widespread 


The meeting was called to order by 
W. A. Sommers, president Big Tree 
Club, and after an address of welcome 
by President George |. Cochran, Vice- 
President Danford M. Baker gave those 
present some of the figures above 
quoted. Mr. Baker referred to the fact 
that life insurance alone among other 
big business operations had doubled its 
business during the last five vears. He 
attributed this to the fact that the public 
now understands its economic value as 
never before and that the man who used 
to barelv earn a living now has money 
over and above his actual needs for a 
Ford, some luxuries and also life inusr 
ance. 

Shows “Non-Can’s” Value 

Mr. Baker stated that perhaps the 
most potent influence which enabled his 
company to double its business during 


the past four vears was its action in 
writing non-cancellable accident and 
health insurance. The Pacific Mutual 
now has 28,000 policyholders in this 


class and is proud of the tact that among 


them are the most prominent business 


men in every city and town in which 
the company does business He es 
timated that the companies writing 


health and accident have a premium in 
come of $28,000.00 trom this branch ot 
the business and that of this amount not 
less than $8,000,000 comes trom the 
“Non-Can” the remainder be 
longing in the so-called double indem- 
nity class The accident and health 
companies now have a premium income 
of not less than $60,000,000 including 
all classes of companies and it has taken 
them 50 years to get this income The 
liie companies, in 5 years have gained 
an income, as stated, of $28,000,000 and 
have thus clearly indicated that they 
are the natural leaders in any efforts tor 
this class of business. 

Vice-President C. I. D. Moore spoke 
of the “Alphabet of Success” and ar 
ranged the different qualifications of lite 
insurance and accident men so as to 


class : 


BREAK MONTH RECORD 


TRAVELERS REPORTS BIG JUNE 


Life Insurance Produced During Month 
Reached $110,000,000, of Which 
$20,000,000 Was Group 


HARTFORD, CONN.,, July 23 Che 
Travelers made a new record in June 
Its total new writings that month 
amounted to $110,000,000. June was 
policvholder’s month The company 
allowed its agents to go to policyhold 
ers that had been through a medical ex 
amination during the last two years and 
taken insurance, and write them up to 
a certain limit without another medical 
eXamination Over $42,000,000 was se 
cured in this was Over $48,000,000 was 
additional regular while $20, 
000,000 was new group insurance. There 
4,000 applications 


business, 


ere over special 


from old policvholders without a medi 


cal examination These averaged 
$4,462 each Che regular applications 
ver ived S4.056 


Agencies That Led 
The New York City 
the Travelers produced 


ind special lite insurance in 


organization ot 
$28,000,000 on 
new regular 
lune. Chicago stood first for single office 
production, its volume 
55 John street, New York, was next with 
$4.745,064. J. D 


he ing $6,321,995 


Bookstaver agency of 


New York was thu with $4,488,447 
Herman Robinson of New York City 
was fourth with $4,456,000 Baltimore 
came fitth wit! $3,005,000 lt special 


examinations Chicago had $2,487,440 
and in regular $3,497,655 


Previous to this the biggest month in 
the history of the company was nt 
March, 1920, whe 12,727 policies were 
issued. In June there were 14,210 poh 
cies issued lune 10th was the largest 
day, when. there ere 801 policies 
written 

B. J. Weil Montgomery, Ala., ac 


complished a most remarkable achieve 


" 


ment when he wrote a $10,000 policy on 
a man, making the nineteenth he had 
written on him in the past 26 years. Mr 
Weil also wrote a $5,000 policy on this 
man’s brother This is the eighth he 
has written on his lite in the past two 
vears 

sp ll the word success He drew a vivid 
picture ot the manner in which the call 


? 
ing of his audience could be made a 
profession in reality and had a_ very 
attentive audience for what he so clearly 
said New policy 
and Dr. Beckett 


forms were discussed 
Medical Director or 
the company told those present that 
delays in usually meant 
that they were trving to pass them and 
not to reject them The meeting ended 
with a banquet at the Hotel Biltmore in 


the evening 


passing cases 





Business Men’s Expanding 


Authority has been granted within 
the last week to the Business Men's 
Assurance to do business in Oregon 
With this addition the Business Men's 


Assurance ts now operating in all states 
west of the Mississippi River with the 


exception of North Dakota and Mon- 
tana The company recently entered 
Nevada which gives it two western 


states that are entirely undeveloped 


NORTHWESTERN AGENTS 
HOLD BIG CONVENTION 


Large Gathering at Milwaukee for 
Annual Get Together of Com- 
pany Representatives 


TO MAINTAIN DIVIDENDS 


President Van Dyke Attacks Bugaboo 
With Respect to Business Depres- 
sion of Presidential Year 


-Milton L 


unanimously 


Milwaukee, Wis., July 23 
\V oodward, 
elected president ot the Association of 
Agents of Mutual Life 
at the annual convention here July 22 
Mr. Woodward was 


the association last 


Detroit, was 
Northwestern 


vice-president ot 
year. He was re- 
appointed general agent of the 


Detroit 


cently 
Other officers of 
t Don P 
Hayn, Chicago, vice-president, and Rus 


sell P 


company in 


the association chosen were 


Thierbach, Milwaukee, secretary- 
easurer 

E. T. Froctor of Paducah, Ky. heads 
e standing committee which will 
handle most of the association activities 
during the coming year, including prep- 
aration of plans for the next annual con- 
vention Other members 
serve on this committee are 


t} 


elected to 
Harry L. 


French, Madison Wis.: Leo Lucas, Cin- 
cinnati, Ohio; Ira Blossom, Grand Rap- 
tds, Mich.: and C. F. Axelson, Chicago 


Special Agents Elect 


At the meeting of district and special 
agents of the company, E. A. Crane, 
Fort Wayne, Ind. was chosen president. 
The district and special agents associa- 
ion is’a sub-division of the main agent's 
Other officers of this group 
chosen at the time were: W. L. Shearer, 
Lexington, Ky. first vice-president; Paul 
M. Smith, West Virginia, second vice- 
president; and I. B. Everhardt, Chicago, 
secretarv-treasurer 

General agents of the company also 


? 


association 


met, and elected Clifford I Mec Millet 
Milwaukee, president of the general 
igents issociation Other officers 


lected were W K Murphy, Los Ar 
geles, vice-president and Sam C. Pear- 
son Kansas Cry, re elected secretary 
treasurer 

Open With Reception 


Otheers of the company officially 
opened the program with a reception to 
The formal program opened 
with community singing led by Fred- 
erick W. Carberry, followed by special 
numbers by the McMillen male quar- 
tette composed by Charles A. Votaw, 
Fred Easton, Ray Chapman and Arthur 
Van Dyke 

In his address of welcome, President 
William Duncan Van Dyke pointed out 
the lack of foundation for prevailing 
bugaboos with respect to business con 
dition, citing especially the entire lack of 
support for the opinion that presidential 
vears are bad for business generally. “It 
is true that fear of political interference 
has hampered business since the first of 
tl but this is fear, not fact. Since 


the agents 


e vear 
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1800 there have been but four presi- 
dential years marked by business de- 
pression.’ 

To Continue Present Dividends 


President Van Dyke reported contin- 
uation of the present dividend, an an- 
nouncement greeted with wild applause 
on the part of the assembled agents. In 
his response, C. W. Dibble, president of 
the agent’s association, thanked Presi- 
dent Van Dyke in particular for main- 
tainance of the present dividend pay- 
ment. 

J. J. Hughes, Des Moines, Ia., chair- 
man of the standing committee of the 
association, presented gold honor but- 
tons to agents who in their first three 
years of writing for Northwestern have 
written at least $100,000 the first year, 
and more the second and third years. 


Buttons were given to C. W. Albright, 
Ind.; R. A. Anderson, Pa.; R. E. Bacon, 
N. Y.; J. G. Burke, Minn.; T. H. Clark, 
N. C.; M. P. Coonan, Minn.; A. 


Duckett, Calif.; A. D. Fogarty, Iowa; 
P. B. Grieg, Minn.; F. L. Katz, N. Y.; 
>. C. Pool, Mich.; E. L. Scholes, Mich.; 
and Harry Steinau, Ga. J. P, Davies of 
the educational department of the com- 
pany explained the workings of this 
new service in the final talk of the morn- 
ing session. 
Tell Why They Are Agents 


Russell L. Law, Oklahoma, acted as 
chairman of the Tuesday afternoon ses- 
sion, which opened with community 
singing and the McMillen male quar- 
tette singing its famous bear song in 
honor of “Schmitty,” the bear cub mas- 
cot of the McMillen agency. “What 
Susiness I Was In; Why I Became An 
Agent; What I Think Now” was the 
interesting title of a talk of five minutes 
each, given by E. B. Ferguson of Ken- 
tucky, and Guy R. Randolph of West 
Virginia. 

In his talk on “Methods I Have 
Found Effective,” H. B. Otway, of 
Pennsylvania pointed out the necessity 
for the agent to give as much as possible 
of his time to community service, as- 
serting that this type of service always 
widens the scope of the agent’s influence 
and ultimately brings him much busi- 
ness. Mr. Otway also stressed the pro- 
gram insurance method of serving pol- 
icyholders through a keen analysis of 
their requirements 

Gives Some Pointers 


Ralph Hamburger of the Minneapolis 
general agency, spoke to the agents on 
“Some Poin ters From the Minneapolis 
mental attitude 
. and presentation of 
e proposition to the future policyholder 
Mr. Hamburger asserted principally 
that the important state of mind is not 
that of the person being sold, but that 
e seller; that mind, heart and body 
must be given over freely to the sell- 
ing of life insurance if the agent is to 
be sucessful; and that card filing sys- 
tems and all modern aids to accurate 
keeping and securing of all knowledge 
ol prospects torr the one Sure Wav to 
success. He pointed out that the cry- 
ing need of the day is not for higher 
polish in salesmanship so much as it is 


for better development of prospects. 


eency Stressing 


energy of the gent, 








He as followed by Don Behling of 
Columbus, Ohio, at aking on “Selling 
the Young Man”; Wilson Ferguson of 
Pensy] a, who yma “Human 
Values ir Partnership and ( orporation 
Insurance”; and C. L, Davies, who spoke 


on “Life Insurance As It Relates to 
Credit 4 group pl otograph of the 
entire association membership was taken 


lowing the afternoon session. 


Hold Agency Dinner 


Charles C. Dibble acted as toastmaster 
+} nr ld ner ot the green 4 


sociation held at the home office on 


Tuesday evening Prizes to winners of 
the sport contests staged during the 
convention were presented by Sam D. 
(,0z7a of Montan: (,eorge E Cop 

land, superintendent of agencies of the 
ompany presented prizes to agents. 


Edward 


} 


Jame s Cattell of Philade Iphia, 
e speaker of the evening, discuss- 
(CONTINUED ON PAGE 26) 


REPRESENTS BANKERS 


SPEAKS ON BRAINS INDEMNITY 





Some One Man Dominates Every Suc- 
cessful Business, Whose Value to 
Firm Should Be Insured 





LOS ANGELES, CAL., July 23.— 
Herbert D. Ivey, vice-president of the 
Citizens National Bank of this city, 
addressed the Life Underwriters’ As- 
sociation on “Brains Indemnity and 
Banks,” showing the need for insur- 
ance of executive brains in every busi- 
ness, and especially in banks. Mr. 
ivey’s address was as follows: 

“While we have a fairly accurate his- 
tory of the origin and the function of 
great banks established hundreds of 
years ago, I can imagine that there were 
bankers doing a prosperous and highly 
commendable business before that time. 
Doubtless when man began to lay by 
stores for future use and to follow 
different lines of endeavor, thereby es- 
tablishing the necessity for a common 
medium of exchange and the use of 
some form of money, the first bank 
came into existence. At that particu- 
lar time, the time the first bank was 
started, that identical banker—if he was 
to succeed—found it absolutely neces- 
sary to follow the same fundamental 
practices as do banks of the present 
day. The first and foremost thought 
of every banker of every age, in fact, 
their every endeavor, is subordinate to 
and regulated by this one idea:—To be 
able to pay when called upon every 
dollar of money entrusted to their care 

Necessary to Business 


“Bankers realize that that which is 
entrusted to a bank’s care is sacred; it 
represents the efforts of persons in all 
walks of life—the street urchin, the 
widow, the minister, the laborer, the 
professional and business man—all 
gathered together in one reservoir, 


which, if properly used, will serve the 
entire community. For the protection 
of these funds banks build strong 
vaults, carry fire, theft. burglary, hold- 


up and fidelity insurance. The national 
government and the various states of 
the Union have with the strongest ap- 
proval and untiring assistance of bankers 
themselves passed strict laws, all de- 
signed to protect the depositor and es- 
tablish for him the maximum of safety 

“Without banks or some agency that 
would function in the same manner as 
banks do, the present day business would 
never be consummated. There is no 
other method by which we can gather 
together the savings of the people as 
a whole, and use them as a basis for 
establishing credit, without which de 
velopment and business of every nature 
would cease and we would revert to the 
tepee of ‘The First Americans.’ 

‘The purpose of a bank, like any 
husiness or profession that endures, ts 
and that it does serve is testi- 
fied to by the fact that practically 
everything we eat, wear or make use of 
has at some time been the basis upon 
which banks have extended credit 
Commercial banks are a vehicle upon 
which commerce relies in numerous 
ways, and its important economic func- 
tion is that of a carrier. From the pro- 
ducers to the consumer is in most cases 

long process, 
of credit during each period of a com 
modity’s transformation and change of 
resultant transactions 
evidenced by em made, checks and 

vidual accounts, are a 
amount and activity of 


te serve 


requiring the extension 


ownership: the 


ebits to ind 
barometer of te 
business consummated 

Depositors’ Prosperity Vital 


fundamentals of sound 
bank should not 


speculation, and 


“One of the 
banking is that a 
hazard its deposits by 
must not engage in any other business 
than banking It must therefore de 
pend for its profits on. the interest re- 


made, less interest 


ceived from loans 


STATEMENT PRESENTED 





GOOD CONDITION REPORTED 





Treasurer of National Association 
Shows Organization in Strong 
Financial Position 





LOS ANGELES, CAL., July 22.— 
The treasurer’s report for the National 
Association of Life Underwriters, pre- 
sented to the executive committee meet- 
ing today by Treasurer Robert L. Jones 
of New York, showed a gratifying state 
of affairs financially, as compared with 
one year ago. Last year the association 
had a bank balance of $1,625 and was 
indebted to banks for $2,000. A _ bal- 
ance as of June 30 last of $19,571 is 
shown, which however, includes the 
$9,201 collected as a “special contribu- 
tion fund” for organization purposes 
last year. The National Association 
revenue from dues was $34,822 and from 
advertising in “Life Association News” 
and subscriptions to that official organ 

$20,480 was obtained. Books and liter- 
ature sold by the association listed as 
cash sales showed a revenue of $20,654 
from this source. The purchase price 
of such material was shown at $13,089 
in expense account. The total receipts 
for 1923-24, estimated at $59,125 last 
year, prove to have actually been $62,- 
? which includes a gross profit of 
$5,327 in the book department. 





paid on deposits and other expenses. 
The amount of deposits compared to its 
capital regulates a bank’s earnings to 
a very great degree, and it will be 
readily seen that a bank only prospers 
as its depositors prosper. When any 
cold, hard-hearted banker says ‘no’ you 
can bet your last commission that he 
thought it was for your own good. All 
arguments to the contrary notwithstand- 
ing, it is to a banker’s own selfish in- 
terest that his clients and his community 
be successful. 

“The story is told that a bank in a 
certain little town had failed, and the 
cashier posted the following notice in 
the window: ‘This bank is not broke— 
but its depositors are!’ 

Basis of Loans 


‘The basis on which loans are made 
is sometimes defined as character, ca- 


pacity and collateral, but many factors 
enter into a problem of credit. Without 
character, of course, no credit could 


exist. When an application for a loan 
is received, there comes into the minds 
ot those who have the responsibility of 
saying ‘yes’ or ‘no’ a few short, simple 
qpieries, but which nevertheless are the 
stepping stones into the middle chamber 
of the confidence and the coffers of any 
banker. The first of these is: 

‘Is he a man upon whose 
can rely?’ 

‘The second might me: 

‘Is his requirement for funds a 
legitimate business risk, and does his 
capital permit him to negotiate a loan 
of that size 

‘The third question might be: 

“‘Does he know his business and is 
his business a benefit to the community” 

“The longer I live and the more I see 
and know of business, business men and 
husiness concerns, the more certain | 
become that some one man dominates 
every successful concern. There are al 
ways others highly necessary, of course, 
perhaps with keener judgment, but some 
one man’s thoughts direct the policy ot 
the institution. That some one man has 
the respect of the trade and the con 
fidence of his bankers. That some one 
man, in the eyes of his firm's customer's 
places service above self. He has char 
acter; he has capacity; he knows his 
business. He does as he would be done 
by. His reward is not merely salary or 
dividends, but that he can do something 
worthily and well. He seldom needs col 
lateral—he has ability, 

“That is the man, 


word | 


gentlemen of the 


MORE DIVERSITY SEEN 





NEW POLICY ON INVESTMENTS 





Life Companies Will Stick to Farm 
Mortgages But Will Not Run 
All One Way 


At the present time farm mortgages 
are not as gilt edged as they have been 
in the past from a life insurance loan 
standpoint, because there is so much in- 
terest in default. Yet companies are by 
no means passing up this class of se- 
curity. Some companies are off farm 
loans entirely for the nonce. They feel 
it will take some time for the farm sec- 
tions to “come back.” They believe that 
other classes of investments will be 
more satisfactory. However, the in- 
creasing price of wheat and corn is very 
encouraging and has put new life into 
the farmers. Crops will be lighter this 
vear and prices are sure to be higher. 
This will help the agricultural sections 
materially and will put the farmers on 
a stronger basis. It will give the farm- 
ers an opportunity to clear up their obli- 
gations. 

Much Delinquent Interest 


All companies that have been dealing 
in farm mortgages naturally have a 
number of cases of delinquent interest. 
These are being nursed along. Com- 
panies are endeavoring to get what they 
can out of the farmers on the install- 
ment plan. Some companies have even 
taken over the management of farms 
temporarily, hoping that the farmers 
eventually will pull out. 

While the farm mortgage appeal is 
not as attractive as it has been in the 
past, all companies that have been heavy 
buyers of these securities will continue 
to invest in them, but it can be truth- 
fully said that there will be more diversi- 
fication in investments. The companies 
undoubtedly will seek the better class 
of city loans. While there have been 
overloans on city property and housing 
facilities are much more easy than be- 
fore, yet there are good city loans to 
be had on a perfectly safe basis. 


life underwriters fraternity, you should 
seek out in every business concern, and 
after finding him you could perform a 
most valuable service to that concern 
and incidentally to all those who dea! 
with it, if you would convince his board 
of directors that they should protect 
themselves and assure the continuous 
progress of their business by taking out 
a policy of insurance—some brains in- 
demnity, if you please—against the time 
when this some one man will have taken 
the ride ‘from whose bourne no traveler 
returneth,’ and his successor will attempt 
to procure for himself the same kindly 
thoughts of his fellow men that this 
same man had. 

“Brains are the woof and the web 
of the fabric of business; they are the 
grain and the sap in the tree of com- 
merce; they are the key to every human 
hope, desire and power. I would that 
we might have brains indemnity 
that would insure for the coming gen- 
eration the practice, principle and ex- 
ample set by some of the splendid busi- 
ness men of today, who, when they pass 
on are seldom spoken of except by their 
own immediate families, and who have 
done much for all mankind. But in the 
absence of that character of brains in- 
demnity, the kind you sell will go tar 
toward perpetuating their genius—and, 

Phelps of Boston says, ‘While a bag 
of gold is no price for a head full ot 
brains, it will work for hnmanity atter 
the head withers and dies!” 


some 


Lamar Life’s Figures 
The Lamar Life of Jackson, Miss., as 
of July 1, shows assets, $2,848,358; cap 
ital $130,000; net —e $120,000; in 
surance in force $33,356,812; gain, $3,- 
581.728: new business for the first six 
months $5,496,354 

















REPORTED IN SOUTH 





New Business for Six Months 


Shows Excellent Increase 
Over Last Year 


BEST SEASON IS AHEAD 


Fall Months, Usually the Most Pros- 
perous in South, Promise 


Record Year 


A remarkable increase in paid for 


ordinary business during the first six 


months of 1924 over the first six months 


of 1923 is shown by reports from 16 


southern liie insurance companies 


These are not all of the companies 


domiciled in the south, to be certain, 


but the 16 whose figures are available 


represent the majority of southern com- 


panies and they 


most 


are certainly among the 
representative 
of Experience 


Located from the Mason 
line to the Rio Grande, tl 
cover the south pretty thoroughly. Some 
of the included in their totals, 
of course, produced in states not 

but unquestion- 
ably the bulk of their writings 
from that section of the country 

From Jan. 1 to June 30, 1923, 


companies paid lor $81,507, 


Representative 


and Dixon 


leIr Operations 


business 
Was 
classified as southern, 


comes 


these 16 
I 169 new ordi 

During the same peric¢ 
paid tor $107,110,163 


increase ol 


nary business. | 
of 1924 they 


business, an 


new 
over 13 per- 
1 for | 


cent. Only one company paid less 
new ordinary business during the first 
half of 1924 than it did during the first 


1923 While the 


was not taken into consider 


hali ot 


business 


new industrial 


ation in compiling the above totals, this 
particular company paid for more new 
industrial business within this period of 


he present year than it did during the 
same time last year, so that its total 


new paid for business is ahead of 1923 


Show Surprising Increase 
Complete figures from all of the south 
ern companies may 
slightly, but not to 
The foregoing 


ratios 
extent 
will un 
protound sur 
mnservative company 
managers and executives in the south 
who have felt that the present year 
ould likely bring a slump 

Ot course, it is not too late for a de 
pression to come Chat ot 


change the 
any 


announcement 


large 


questionably come as a 


prise to the more ¢ 


1920 was not 
telt until autumn, but the general situ 
ation throughout the « differs 
from that of 1920 
turther opportunity to 
post-war conditions he 
the Dawes report has }! 
ceived in the main, 
fact that General 
and that | 


untry 
Business has had 
itself t 
publication of 
cen favorably re- 
regardless of the 
Republican 


vice-presi 


adjust ) 


Dawes is a 
is nomination to the 


dency by that party followed so closely 
upon his report 
Politics Neo Handicap 
business men in the south, reg less 
ot party afhlations ire well pleased with 
Creme l Dawe son the one hand and with 
Mr. Davis on the other, not to mention 


the fact that President Coolidge’s atti 
questions of publi and 


taxation has the approbation of many 


e on hinance 


ern business men Regardless of 
Whether the el tion goes to the Re 
] l I or t the Dem rats thev 
hat the country will be ‘ 
rom a business tandpoint ~ 
t LaFkFollette and his third party ‘ 
¢ taken seriously in the sont! 


Rest Months Ahead 


business 


in new paid for 
trenethen the 


nerease 


conhdence of agents 


A JOINT CELEBRATION 


KANSAS CITY LIFE’S PROGRAM 


Will 
Same 


Hold Agency Convention at 


Time It Dedicates New 


Building 


KANSAS CITY, MO., July 22 Th 
annual agency Kansas 
City Life will be held Tuesday, Wednes 
day. Thursday and Friday ot the 
ot July 28, in connection with the dedi 
g. Au 

] 


20th anniversary of 


conterence of the 


week 


cation of the home office buildi: g 
1 marks the } 


pre sident of this 





Have Strong Program 














rhe conference opens Tuesday, Jul 
2u, with a report by ] ] Barr vice 
president and agency super ntendent to 
gether th an instructive talk by Dr 
H \ Baker medical director of the 
company, and R. M. Webb, actuary 
At this session members of the b« l 
ot directors will also address the agen 
organizatior 

The next two days re gy ve 
entireiy t carrving out tensiv 
educational prog 1 u eT lire< 
ot the educational department ot 
company Walter Cluff is the super 
isor of the depart ent 

rhe subject ot the program, f 
structive Sales shi : eC 

ed t tour th es, one < s¢s 
sion Dhes« thie es are er su 
vided into 6 or 8 sub topics, the sub 
opics hav ret issigned t vid 
ers « the igency orga it ? 
l icl Na nas pre} c nis if ( tlar 
s¢ Ssit witli due ewarda t ( I it 

ne whe ‘ s¢ that t | wT il \ 
onstitute a logical, ce mj} sive s 
ussion of constructive salesmanship 

Will Dedicate Building 

rhe dedication exercises will tak 
place Friday at 10:30 A. M President 
J. B. Reynolds will deliver ar ldress 





veeves ted States District Judge 
the wester district Miss vill 
aehver e dedicatory ess 
\ special prog s he gy art 
r the ladies who w cK the 
agents, about one hundred being ex 
pected s la ed 
Wednesday t tin Ss 
of the \ut ub toll é 
to tr Vic A + sme + 
< s! \ I ) 
Thursday there will be a lunche 
he Blue Hills Golf Club tollowed 
trip by auto over the boulevards 


Kansas City On Thi 


< evening 


unction is planned for all the visitors to- 





vill ceive them new zest for their work 
Che tall months ar sually the bes 
t the vear in the sor eC st t $ 
irvest t ‘ d s M ‘ 
1 rhey ll reas very re lly 
hat the can } pe ( eve better 
ilts during the last halt e ve 
iring the first 

Crep Outlook Good 


vorable during the recent weeks, ae 
‘ Ilv speaking with prospect t t t 
te the un ‘ will 1 
soe The high bid Der . ¢ 
t t Ne \ rl s ‘ t - 
lav was i4 and the g 1 
ey mi! tt was ( 
woods news wast e ene N 
\ a ‘ e Ox her « \" 
, slichtly highs +} Ny Or} e 
highs 
These reports will add 
opt s! Altogether l 
thre ut! trom a l s! \\ 
nt much more vorabl 
wa r of ths ac 


AMERICAN LIFE CONVENTION 
Announced for 
the Gathering to Be Held in 
New Orleans 


Splendid Program Is 


The 


Convention have 


omcers of the American Lite 


announced the progran 





tor the annual ting to be held at the 
Roosevelt hotel New Orleans, Oct 
15-17 rhe Legal Section will meet ir 
the same place, Oct. 13-14. J. B. Rey 





nolds, president of the Kansas City Life 
is head of the American Life Conver 
tion, and W H. Hinebaugl general 

unsel of the Central Life of ¢ icag 
is chairman of the legal sectior I} 
program ts as follows 


Wednesday, Oct. 15, 10:00 A. M. 


Addresses of Welcome 
Andrew J McShane 


Orleans 


Mayor of New 





James J Baile Insurt ‘ mr < 
Sioner of Lou na 

Frank S. Whitt Pr v Or 

ins LJ Underwr ers 

Crawford H I P: 
\r r in Life, New O La 

Annual Addr s f Presid J I 
Reyr ds, President Kansas ¢ v Lif 

Annua Report of the Secret 


Afternoon—2:00 O'Clock 


ur Bros th, Vi I i t nd ¢ 
Y ( sel. T ers 
] ! I ( M \ 
I ( Washir Lif 
I t —. 
} rs Ss Se 
Thursday, Oct, 16, 10:00 A. M. 
I r Present I Bu 
New ( n\ I I 
t Ca Lif Denver, ¢ 
I ning Our § ‘ s I 
, Vi e ¢ yw ‘ 
Stat I India s. Ind 
I r ‘ ( surar J 
( \ I’re G Ss 
f I ex 





2200 O'Clock 


r I Avi Presid \ 
f D M 
0 2 \g } H 
Ss ders, | sident W s { 
S Frat ( 
H é Ort Suge ~ H 
Abels \ I s I 
| re Exe t Sess 
geth witl I sw 
iy l 
Friday, Oct. 17, 1000 A. M. 
Au I 
A. Gr Pr Ss \ 
I s Winston-S VN. ¢ N S 
| M \ Net 
Or vat s M: ‘ H. ] 
gl \ ler 1 
M re Mont H M 
] I w 
Electior fe of pe 
Program of Legal Section 
Oct, 13-14 
H of ( ‘ I 
W W W N : 
Ww. S&S. A 
I s Lif M 
I s W I M 
‘ \ rs 
\ ty f S Ss 
\ \ N \ 
3 1 WwW S ‘ 
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N St M 
Ady t s I ‘ I 
irt ‘ \ = t 
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\r I I 
ntra ~ Il) . 
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ve 
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BUSINESS BUREAU ON 
FEDERAL RESERVE LIFE 


Kansas City, Mo., Department of 
the Advertising Club Ob- 
jects to Methods 


HIGH PRESSURE CHARGED 


Says Past Record of the Gregorys Does 
Not Inspire Confidence in Their 
Instiutions 

lhe Be tter 
sas City, M« 


ity Advertising 


Business Kan- 
connected with the Kan- 
Club ha 
bulletin giving the results of its 
Federal 
Kans., in view of 


brought against it by 


Bureau ot 
issued a 
Reserve 


Kansas 
images for 
that 
paid for insurar and stock 
he company The Better B 
1 k promotion 
Federal Reserve Life. It 
tates that the selling agency of the 
illegally in 
cy” plan in 


City, Mo., men claiming d 


ud and seeking to recover sums 


usiness 


Gregerys Are Main Factors 


history. 
¢eiver, 
third 


One went into the hands of a re 
Le gennmd wae selneured aad th 
Federal Re- 
was a 35,000 participating 

i purchase 
_ lf de it} oc urred the first 
ys $1,000, the sec- 
i so on after 


until 


5.000 each 


Twenty for One Value 


Pian Was Abandoned 


Yn t 


— rine ! , | er ‘ Kansas it 
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BUSINESS INSURANCE 
SETS VALUES ON LIVES 





Wilson Ferguson Discusses Many 
Uses at Agency Convention of 
Northwestern Mutual Life 





SHOWS VARIOUS PURPOSES 





Will Replace Valued Official in Corpo- 
ration, Partnership, or Sole 
Proprietor Business 


MILWAUKEE, WIS., July 22.—At 
the agency convention of the North- 
western Mutual Life, Wilson Ferguson, 
of Pittsburgh, Pa., “Human 
Values in Partnerships and Corpora- 
tions.” His address is as follows: 

“In partnerships, the human values are 
not hard to see or calculate as they are 
generally fixed in the minds of the part- 
ners by the amount of investment in the 
partnership or rather the interest of each 
partner. That is, the capital value of 
any partner, particularly where the part- 
ners are actively engaged in the business 
is apparent, for the question of future 
ownership and control of the business is 
ever present in their minds by reason of 
their knowing the business must be re- 
adjusted after the death of a partner, so 
that generally speaking, except in the 
case of very large partnerships (which 
are becoming fewer as time goes on), 
the partners are satisfied to carry an 
amount of insurance that will buy out 
their interest in event of their death, 
without carefully considering their real 
capital value to the partnership. 


discussed 


Applied to Sole Proprietor 


“In a business managed and owned by 
an individual and not incorporated, we 
have a problem that is entirely different 
from partnership, for under different 
conditions it may be more advantageous 
tor the individual to continue the busi 
ness during his lifetime as sole pro- 
prietor. Here, then, you have a case 
where the value of the man to his busi- 
ness as a real capital value asset should 
be and can be approximately demon- 
strated. 

‘A man of ability and large experience 
who has built up a profitable business is 
a capital asset of that business. He 
should be a secured asset. Fire insur- 
ance makes a building a secured asset 
Life insurance will make the builder of 

business a secured asset. 

“Life insurance can be so arranged 
as to provide the indispensable element 
ot successful continuance of the business 
after the death of its builder by provid- 
ing for the gradual acquirement of an 
— interest by the successor 
manage The insurance will be the 
means of developing for the heirs of the 
deceased founder a market for their own 
holdings if they desire to dispose of 
them. 

Determining Capital Value 


“The demonstration of the capital 
value of a man in a sole business should 
be based upon the kind of business that 
he is in, the amount of business that he 
is doing with the investment, checked 
up by his earnings and his age 

‘The business then should carry the 
recommended amount of insurance made 
payable to his executor as bene von 
with provisions in his will that the busi- 
ness is to be incorporated upon his death 
in an amount equal to book value as of 
that date, and that the executor is then 
to transfer the amount of insurance into 
the company as surplus. A portion of 
this surplus is to be used by the corpo- 
ration to purchase from the executor a 
certain amount of stock at book value 
as previously issued, to be held by the 
corporation for use in securing a suc- 
cessor manager, to be purchased by him 


SEES BIG PRODUCTION 





PREDICTION BY EDW. A. WOODS 





Says His Agency at Pittsburgh Will Be 
on the Hundred Million Basis 
in 1930 





The ambitions of some of the big life 
insurance general agencies can be ap- 
preciated when it is known that at the 
annual outing of the Edward A. Woods 
Agency of the Equitable Life of New 
York at Pittsburgh, it was stated that 
the agency plans to write $100,000,000 
by 1930. The Woods agency is perhaps 
writing at the present time between $35,- 
000,000 and $40,000,000, a year. In addi- 
tion to the Pittsburgh territory proper the 
office has jurisdiction over part of Penn- 
sylvania and some in Ohio. Edward A. 
Woods is one of the outstanding figures 
in life insurance production and has 
developed a magnificent organization. 
At the meeting it was stated that the 
present personnel in the organization 
will be developed and better equipped, 
so that it will participate in this pre- 
dicted increase. There will of course be 
additions to the agency organization. 

Another big general agency producing 
upwards of $35,000,000 a year is the 
Darby A. Day’s general agency of the 
Mutual Life in Chicago. Maury & 
Reinmund, who have the ee agency 
of the Aetna Life in New York; John 
I. D. Bristol, New York City general 
agent of the Northwestern Mutual. C. 
B. Knight, New York City general 
agent Union Central; L. A. Cerf, New 
York City general agent of the Mutual 
Benefit; Ives & Mynick, New York City 
general agents of the Mutual Life; J. 
A. Campbell, agency director New York 
in Chicago; Orville Thorp of Dallas, 
state manager Kansas City Life; John 
Newton Russell, Los Angeles, home 
office general agent Pacific Mutual. 


through future dividends earned under 


his management. 
Corporation a Different Problem 


‘The human values of incorporations, 
what | have been in the habit of calling 
the capital value of management is a 
somewhat different problem from either 
of the foregoing, for the corporations are 
formed to eliminate the item of credit as 
we would have it in the partnership and 
to allow the transfer of ownership 
through stock, thus eliminating the re- 
adjustment necessary in a partnership in 
event of the death of a partner. 

“In a corporation where the stock ts 
not closely held and the value of man- 
agement is represented by one or two 
individuals, we have to take into account 
the kind of business, the amount of busi 
ness done, and the ages of the men as 
well as their relative importance, to ar- 
rive at their value of management. 

“Corporation insurance under these 
conditions can be calculated and dem- 
onstrated seepunisuatals on the basis of 
the capitalization of these men to the 
insurance 
business 


business. In this case, the 
when due would come into the 
purely as a replacement value. 


Management May Hold Stock 


‘The other kind of a corporation is 
one in which the stock is closely held- 
largely or entirely by the parties actively 
engaged in its management Here we 
have to take into account not only the 
kind of business in which they are en 
gaged and the amount of business done 
with their investment, but also the own- 
ership and control of the company. 

“When I first started this work, I was 
particularly interested in calculating 
these values and allowing the insurance 
to come into the company, simply as re- 
placement values, but the further I have 
gone into the subject and the longer ex 
perience I have had, the more I have 
seen that question of the future owner- 
ship and control of a corporation is vital 
to the future success of the business. 


WATCHING AETNA LIFE 
COMPANY SHOWS BIG GAINS 


Life End Has Developed by Leaps and 
Bounds Since Brainard Became 
the President 


NEW YORK, July 23.—Life insur- 
ance officials who are watching the 
omens in the sky are analyzing the 
methods and practices of all the forward 
looking companies to see what changes 
are being made in the standing and to 
gather some ideas where a company is 
moving forward rapidly. 

Many eyes now are centered on the 
Aetna Life. Its paid for business the 
first six months amounted to over 
$172,000,000. The first six months of 
iast year showed $107,000,000. This is 
a tremendous gain and so far as percent- 
age is concerned, the Aetna Lite prob- 
ably leads the entire procession. Here 
in this city it was a well known fact 
that the Maury & Reinmund general 
agency of the Aetna Life was going at 
the rate of $43,000,000 a year on April 
1, although it may have dropped back 
some the second three months period. 
Along in April, when the count was 
being taken, if the pace had been kept 
up, it would have been the leading gen- 
eral agency in the country, so tar as 
amount of new paid for business is con- 
cerned, so the partners claim. 


Brainard Turned the Trick 


The Aetna Life has shown great ac 
tivity in its life insurance department 
since Morgan B. Brainard became presi- 
dent. Mr. Brainard evidently saw the 
possibilities for growth in the life de- 
partment. The casualty end of the com- 
pany has been sudan rapid strides, 
largely due to the eftective work of 
Vice-President C. H. Remington. Evi- 
dently Mr. Brainard felt that the life end 
of the company should be strengthened 
and more progress should be made. 
That his judgment was good is seen by 
what the Aetna Life has prtienBe sh 
in that department during the first six 
months of this year. 

E. Cammack, vice-president and 
actuary, and K. A. Luther, agency secre- 
tary, are largely responsible tor the 
activity in the life department. They 
have reorganized the company’s arrange- 
ments in some of the cities, bolstered up 
the field here and there and have 
brought in new blood. As a result the 
Aetna Life is forging along by leaps 
and bounds. 


hat is, there is only one principle by 
which a corporation can generally suc 
ceed and that is through the basic prin- 
ciple of managing ownership, so that 
the presentation of these cases always 
carries with it a plan to retire if not all, 
at least some of the holdings of the man 
who has died, through the imsurance 
carried, to provide an opening tor suc- 
ceeding management through the pur- 
chase of this stock by dividends. 

“I understand there are some states in 
which a corporation cannot purchase 
its own stock, in which case a different 
arrangement would have to be made; 
that is, agreements to purchase stock are 
drawn or entered into by the parties in 
dividually and financed by the insurance. 
In this case the corporation cannot con- 
trol the future as satisfactorily as it can 
by the purchase of its own stock 


Company Can Purchase Stock 


“The plan I have been suggesting has 
been to use the insurance when due to 
purché ase from the executor of the estate 
of the man who has died a portion or all 
of his stock at the appraisal value as of 
the date of his death. This stock is then 
owned and controlled by the company. 
If the interest of the man’s estate is en- 
tirely retired, it is done so at a fair price, 
as the insurance is added to the book 
value as of the date of death. If partly 
retired, his estate has ready cash to meet 
the inheritance and estate taxes on the 


ALBRIGHT r AGAIN LEADS 
NORTHWESTERN AGENTS 





Continues Remarkable Selling 
Career for Which He Gave 
Up Executive Position 


KEEPS UP HIGH AVERAGE 


Besides Other Important Interests, Has 
Won Northwestern Mutual’s Prize 
for Eighteen Years 


MILWAUKEE, WIS., July 22.—Dr. 
Charles E. Albright, for 18 years win- 
ner of the Northwestern Mutual Life's 
prize to the agent selling the greatest 
amount of insurance during the company 
agent’s year, has again won the prize. 
During the period between June, 1923, 
and June, 1924, Dr. Albright wrote 
$2,205,000 worth of insurance in North- 
western Mutual Life, and many thou- 
sands of dollars worth in other com- 
panies for policyholders whom North- 
western could not accept for one reason 
or another. Included in this group are 
many of Dr. Albright’s larger policy- 
holders, since Northwestern Mutual will 
not insure for more than $200,000. 

The 1923-24 record of Dr. Albright is 
several hundred thousand dollars less 
than his 1922-23 figure and about a mil- 
lion dollars less insurance than his rec- 
ord of $3,234,000 made in 1919-1920. It 
was thay however, in the tace of the 
present business depression and is well 
up to the average yearly tigure written 
by the doctor. 

Has Written Many Millions 


Dr. Albright holds a unique position 
among life insurance salesmen, having 
written policies in Northwestern Mutual 
alone amounting to $34,057,250 since 
1905, when he dropped his work as 
assistant medical director of the big 
Milwaukee company to devote his time 
to the selling of lite insurance. In addi- 
tion to this sum, he has sold as much as 
$1,000,000 of insurance to a single person 
in other companies, Northwestern being 
unable to take such policies. 

Dr. Albright’s field, of course, is not 
alone Milwaukee, or even the middle 
west. It is the whole North American 
continent. He is a director of half a 
dozen large industrial and financial con- 
cerns and keeps in close touch with what 
is going on in the American business 
world. He has an incurable interest in 
the big things that are being done by 
big men, and as a result he is the big- 
gest man in his particular line. 

Dr. Albright was born in Tennessee 
and is a graduate of Rush Medical Col- 
lege, Chicago. For 12 vears before be- 
ginning his remarkable career as a sales- 
man, he was an _ assistant medical 
director of the Northwestern Mutual 
His home and business headquarters 
are in Milwaukee, but most of his busi- 
ness comes from large cities of the na- 
tion outside of Milwaukee. 


holdings in the company. The company 
is then in the position to procure the 
services of the best kind of a man to 
take his place in the active management 
of the concern, with the privilege of 
purchasing a portion or all of the stock 
so acquired through the future dividends 
earned under his management. 

“In this way, the estate has been 
eased out of a closely held going con- 
cern and an opening has been made tor 
the continuance of the basic principle of 
managing ownership, without sacrifice to 
the estate of the man who has died or jar 
or wrench to the organization by hav- 
ing financed the purchase of the stock 
without depreciating the active surplus 
of the company.” 
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HE first meeting for the purpose of organizing The Franklin 
oy) was held on March 4, 1884, in Springfield, Illinois, and on 
1) July 23, 1884, a charter was duly granted. The Franklin 
ee NeKI] remains the oldest existing organization of its kind which 
received the original grant of its charter from the State of Illinois. 











In view of the purposes which brought them together it was 
natural for the originators to name their company after Benjamin 
Franklin. They were, of course, determined to make the company a 
financial success, but they were equally determined that it should 
realize for them their definite and ideal intention to offer better life 
insurance than was generally issued in those days. 


By 1902 The Franklin was taking its place in the life insurance 
world. It had a trifle more than twenty-one millions of insurance in 
force and more than a million and a quarter of assets. In the twelve 
years following, the insurance in force was doubled and the assets in- 
creased nearly five times. In the succeeding ten years, 1914 to 1924, 
the size of the Company more than trebled, and the annual statement 
of January 1, 1924, showed more than sixteen million dollars of assets, 
and more than one hundred and fifty millions of business in force. 


The twenty-third day of July, 1924, was the Fortieth Anniversary of 
The Franklin Life Insurance Company. Looking backward toward 
the beginning, the journey from 1884 to 1924 has been made with ever 
increasing gain in size and in strength. It has been an ever onward 
march without pause, without hesitation or deviation from the direct 
road, and it has been an unhurried progress wherein the firmest footing, 
the safest line of advance, has been chosen without a single exception. 


The future, of course, no man may know, but the past promises 
much for The Franklin’s future. It is hoped that the growth of the 
ten years just passed will continue through the next decade. If it 
should continue at its present rate The Franklin will again treble in 
size, and will reach its Fiftieth Anniversary with a Half Billion of 
Insurance in force. 


And it is believed that the accomplishments of the field men who 
have been so instrumental in building the Company’s present will 
attract other capable and ambitious men to assist them in placing this 
protection upon The Franklin’s books. 
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The Priceless Ingredient 


This story is told of the “Priceless Ingredient.” 
“In the city of Bagdad lived Hakeem, the Wise One, and 
many people went to him for counsel, which he gave freely 
to all, asking nothing in return. 
“There came to him a young man, who had spent much but 
got little, and said: ‘Tell me, Wise One, what shall I do to re- 
ceive the most for that which I spend?’ 
“Hakeem answered, ‘A thing that is bought or sold has no 
value unless it contain that which cannot be bought or sold. 
Look for the Priceless Ingredient.’ 
“‘But, what is this Priceless Ingredient?’ asked the young 
man. 
“Spoke then the Wise One, ‘My son, the Priceless Ingredient 
of every product in the market-place is the Honor and In- 
tegrity of him who makes it. Consider his name before you 
buy.’” 
The institution which one represents must, of necessity, have its in- 
fluence upon the means and measure of a man’s success. 
Our desire is to preserve the highest ethics of the business world in 
general and of our own in particular and to build in to our organiza- 
tion only men and principles that will insure and preserve integrity 
in all of the Company’s relationships. 


The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 








The 
Security Mutual Life Insurance Company 


of 
Lincoln, Nebraska 
For information regarding a General Agency in 
IOWA SOUTH DAKOTA WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 











PRODUCTION IS HARDER 


CHICAGO COMPANIES REPORT 
Have Optimistic Outlook for Remain- 
ing Half of Year As Conditions 
Become More Favorable 





A survey of the experience of Chi- 
eago life companies shows that business 
has been harder to procure this year, 
but that by strenuous efforts most com- 
panies have been able to show some 
slight increase or to at least hold their 
own. After the experience of the first 
six months of the year, with the more 
promising business outlook for the fu- 
ture, most of them are very optimistic, 
and hope during the second hali of the 
year to more than make up for the de- 
pressed conditions of the first half. 

The Federal Life has held its produc- 
tion just about equal to that of last year, 
but has showed a slight decrease in 
lapses. The business has been harder 
to get, but easier in cities and towns 
than in the country. The Federal Life 
looks for a good increase by the end 
of the year over the record of 1923. 

The Continental Assurance has made 
rapid strides in expansion, and shows 
about a 25 per cent increase over the 
first six months of 1923 in spite of the 
increased difficulty in securing business. 
It has found conditions more difficult 
both in the cities and rural districts. 

The National Life of U. S. A. has 
made a good increase, securing most oi 
its business in the country. There were 
fewer large lines than during 1923, but 
a greater volume was secured from men 
of moderate salary. 

The Mutual Trust Life has issued 
more business than last year, but ex- 
amined less, which would indicate more 
selection on the part of agents. The 
paid for business is slightly less than 
that of last year, as less attention has 
been paid to collection. The average 
is about the same as that of 1923, but 
the business has been much harder to 
secure 

The North American Life has secured 
more business by increasing its agency 
force, but the applications have been 
smaller. The lapse ratio has been kept 
down somewhat, and the company ex- 
pects to show an increase of about 
$3,000,000 for the year. During the last 


few wecks it has found conditions better 
than for the same time last year The 
North American operates largely in 


rural districts 


The Illinois Life showed a slight de- 


crease, about 10 percent, behind the 
production of last vear, but business 1s 


picking up at present The average 
poli is about $400 less than that « 
last year The Illinois Life expects to 
ore than make up tor the decreas 
during the next six months and to show 


a slight increase over 1923 by the end 
of the vear. 

The Farmers National Lite has not 
made such a good rece 


due to the high pressure exerted last 


rd as in 1923, 


, - 
vear when agents were finishing up the 


contest tor i trip to Y ellowstone N 


tional J’ark Applications have been 

maller nd hard to get, as tarmers have 

not been in good shape financially this 

ear, but the outlook is much mort 
t le now 











HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


| H. B. HILL, President 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
| A Company of Service 


Operates under the Famous “Registration Act’”’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Limited Payment and Endowments 

| A few good openings for good live producers in Illinois. Correspondence Invited. 

N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 


DR. J.R. NEAL, Sec. 














MADE SALES MANAGER 
RETURNS TO INSURANCE WORK 


Former Executive Head of Central Na‘ 
tional Life Accepts Important Posi- 
tion With Midwest Life 


George R. Whitney, at one time ex- 
ecutive head of the Central National 
Life of Lincoln, Neb., has been ap- 
pointed general sales manager for the 
Midwest Life. Mr. Whitney was a 
successful salesman of insurance when 
he organized the Central National in 
1907. In less than eight years he had 
nearly $10,000,000 of insurance in force, 
and made a neat profit, when in 1915 he 
sold the company to the Central States 
of St. Louis. 

Since then Mr. Whitney has been en- 
gaged in the manufacturing business in 
Lincoln, but the work was not con- 
genial. For some time he has been 
debating the formation of a new com- 
pany or making an executive connec- 
tion with an existing one. 

“We feel fortunate in being able to 
enlist Mr. Whitney’s services,” said 
President N. Z. Snell. “He has had a 
wide experience as agent, sales man- 
ager and executive. In his new position 
he will have entire charge of the pro- 
duction side of the life business of the 
Midwest in all of the territory in which 
it operates, except on the Pacific coast 
This territory has been put in charge 
of H. J. Kirschstein, formerly superin- 
tendent of agents at the home office. 
We have just opened headquarters at 
Los Angeles and will cover the coast 
territory from there. Mr. Kirschstein’s 
new title is general sales manager for 
the coast.” 


International Life Leaders 


W. M. Sorey of Los Angeles, Cal.; 
I. K. Schwartz of Newark, N. J., and 
J. V. Keenan of Kansas City, Mo., are 
having a great race for leading honors 
in the International Life Insurance Com- 
pany of St. Louis’ field organization 
Since Jan. 1, last, Sorey has written 
$1,666,500; Schwartz, $1,165000, and 
Keenan $1,045,500. The leaders for 
July to date are G. M. Nettleship, Cali- 
fornia, $168,000; Sorey, $156,000, and 
Robert Cleland of Missouri, $115,000. 
Schwartz ranks fourth wth $62,000 
while Keenan is taking a vacation. Cle- 
land’s production for the year is $954.- 
000, giving him fourth place. Keenan 
“¢ the leader for the year on a paid-for 
asis. 


T. W. Appleby Honored 


On July 19, the agency force of the 
Ohio National Life at Columbus held a 
picnic which was attended by about 30 
agents and their wives, together with 
the office force. The picnic was held 
in honor of President and Mrs. T. W 
Appleby who went from Cincinnati to 
attend. To add additional zest to the 
occasion, the agents wrote $28,000 before 
getting started on the picnic 

The picnic was the culmination of an 
agency contest between the ‘Go Getters’ 
and the ‘Boosters.’ two divisions of the 
producers, in which the low team ‘gave 
the party.’ 


Eaton Made Assistant Secretary 


At the semi-annual meeting ¢ the 
board of directors of the Lamar Life ot 
jackson, Miss., l \. | aton, manager ot 
the polict departn nt was elected 
Sistant secretar 

Reports for the first six months of 
this vear show that more than $9,000,000 


n new business was written, and that 
the greatest gains ever made during a 


milar period were noted. C. W. Welty, 


vice-president and general manager 
stated that the mpany has been grow 
ne 1] 1 ine Tr n } } The 
ing rapidly during recent month Lt 


directors expect to hold their quarterly 
meeeting in October in the compan 


new home office building 














July 24, 1924 


CITES CASES SHOWING 
SERVICE TO BUSINESS 


J. S. Fabling, Opening Discussion 
at Los Angeles, Speaks From 
His Own Experience 


FIRMS VALUE INSURANCE 


Strongest Arguments for Protection of 
Important Officials Found in Ex- 
perience of Companies 


LOS ANGELES, CAL., July 22.—In 
opening the discussion on the sulhject ot 
“Specific Cases Where Business Insur- 
ance Has Served,” at the 
the Life Underwriters’ Association, J. S 
Fabling, general 
Mutual at Denver, Colo., 


lowing instances: 


convention ot! 
agent for the Pacific 


cites the fol- 


“The first case that I desire to relate 
occurred in 1907 during that memorable 
One 
morning when I arrived at my office I 
received a call from the head of one of 
our great mining corporations requesting 
that I come to their office immediately 
Upon my arrival there, I was ushered 
into the president’s office, where he had 
before him a stack of life insurance 
policies aggregating $100,000. This is 
the story that he told me: 


financial flurry of July and August 


Saves from Competitor 


Fabling, I have bonds coming 
due inside of ten days in the amount ol 
$32,000. They are held by an interest 
intagonistic to our corporation who have 
for vears endeavored to obtain control 
If those bonds are not paid the day they 
are due | know that we will receive no 
Yesterday I went to my banker 
ind made an application for a loan of 
$35,000. My banker said to me, calling 
me by name, “Your credit is as good as 
it ever was and under normal conditions 
vour loan for $100,000 would be O. K 
without a minute’s hesitation, but today 
we are not In a position to loan money to 
anyone, and it is that we 
returned 


some 


nercy 


necessary 
postpone your application.” | 

irom my bank pondering over what | 
should do At my usual time to leave 
the office and go to my home for dinner 
the problem had not yet been solved 
Hence I remained in my office for awhile 
Suddenly the proposition came to me 
which you life insurance men _ had 
brought up regarding the loan value in 
my policies and how it would help in an 
emergency. This was really the last 
thing for which I had bought life insur- 
ance, but I went to the vault and took 
out my policies. It was after eight 
o'clock at night that I completed the 
inventory and left for my home feeling 
sure that, if what my policies stated 
regarding values was correct, my busi 
ness would be saved. Now, I want vou 
to go over the policies and check the 
loan values, telling me how to secure the 
money with the least possible delay.’ 


Loan Value Saved Business 


“I checked his policies and found that 
they were good for loans in the amount 
he needed to retire the bonds The 
loans were duly made and that corpora 
tion’s business saved through life insur- 
ince. In due time the loans were repaid 
and this man from then on was a pro- 
found believer in life insurance as a 
ballast for his corporation. When he 
died a couple of years ago he left a life 
insurance estate of a quarter of a mil 
lion dollars. I do not know that he ever 
horrowed on the policies after 1907, but 
I do know that he had a great respect 

r life insurance from that time until 
his death. 

“That was a case where the insurance 

n into five figures. I think we often 
talk too much about the big cases at our 

ssociation meetings and forget to em- 
hasize the instances where life insur 


LIFE 


ance in small amounts serve just as et- 
ficiently in business cases on a smaller 
scale. 

Serves in Expansion 


‘Twenty odd years ago a young man 
in our city started a business college. He 
had One room and a few students. His 
business grew and prospered until ulti- 
mately he brought from the east his two 
brothers, and they associated themselves 
with him in _ his gathering 
around them a larger number of instruc 
tors and increasing the enrollment to 
over 1,000. They added to their space, 
room aiter room of the second floor ot 
the two-story building which they occu 
pied and finally it was that 


enterprise, 


necessary 


the full floor of the adjoining building 
These men were sold on the idea of 


carrying lite insurance to protect one 
another's interest and carried insurance 
totalling something like 
payable to the business All was 
with them for a period of years, 
that in their expansion they 
pelled to put all of 
into the business 


each 
well 
except 
were com- 
their earnings back 


Four years ago, just 


$20,000 


as they were at the crest of their pros 
perity, the eldest brother, president of 
the institution, died This was a great 
shock to the firm, due to the fact that 


this eldest brother was a master in his 
line of work. On top of this fact, how 
ever, the leases on their business location 
were soon to expire and could not be re 
newed rhe business had grown to 
such a magnitude that needed a 
great deal of space, the location of which 
could not be found except at an ex 
orbitant rental hey went over the 
situation and decided that it was neces- 
sary to build and so they launched a 
building project on a prominent corner 
in Denver at a cost of something like 
$200,000. They have told me over and 
over agam that 

have been put over had it not been for 
the insurance paid on the senior mem 
ber’s life, and the loan values and _ se 


curities of the policies 


they 


this project ce uld never 


ther tw mobers ' favor ant the 


business. 
dividual 


each and if they did not save the entire 


| ' cl 
Here were policies on the in 
| 


members ot less than $20,000 





Value of Disability Clause 


“Another case that came to my atten 
three mem 


supply business 


tion recently was a firm oi 
bers in the theatrical 
Chey upon the matter otf 
business insurance, but when they went 
before the examining 
tound that the member of the 
firm, secretary and r, was un- 
able to pass the necessary examination 
Hence imsurance could be issued on 
only two members After consultation, 
they decided to carry business protection 
on the two lives. They have told me 
since that they feared, as 
death ot the man who was physically 
impaired and the oldest of the trio 
However, about two years ago the presi 
dent of the firm met with a_ serious 
mental breakdown He was absolutely 
unable to do any further active business 
The policy on his life, while a compar 
atively small amount, enabled him under 
the permanent total disability 
well cared for during one year and 
a half of total disability and enabled the 
other two members to go to the bank 
and procure, upon the of the 


were sold 


physician, they 


oldest 


treasure 


natural, the 


c lause, to 


security 


policy, enough money to buy out his 
interest. Hence they were able to elimi 
nate from their business the one who 


had been incapacitated. They were able 
to secure definite settlement through 
purchase of his interest in the business 
and he was able to secure the best of 


care during his period of disability \ 
few months ago, upon his death, the 
policy was paid to the firm, the bank 
loan was liquidated, and a great deal 


of the annoyance in the business obvi- 


ated through business life insurance.” 





Potter Sets Pace 
Colonel H. V. Potter of Louisville, Ky 
was the pacemaker for the agents of the 
American National Assurance Company 
of St. Louis during June. E Heinrich 
of Houston, Tex... was the runner-up 
finishing but a jump behind the leader 
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Conditions 


Every business is governed by conditions. 
Whether the company prospers or fails is a 
result of these conditions. An insurance com- 
pany is conditioned by its management, its 
agents and many other elements which must 
necessarily enter into its make-up. 

The business condition of the Atlantic Life 
today is a source of satisfaction to those who 


In all 


its 24 years of satisfying and substantial un- 


have guided its destinies year by year. 
derwriting, it has never made any undue ef- 
It has 
never strained itself financially or otherwise, 


forts towards expansion or production 


and consequently is in first-class condition in 


every res] ect. 


Atlantic Life Insurance Company 


Richmond, Virginia 


EDMUND STRUDWICK 


President 


W. H. DALLAS 
Superintendent of Agents 


eee 

















Desirable General Agency 
Openings 


OWA 





at— 
Fort Dodge Burlington 
Sioux City Davenport 
Dubuque Ottumwa 


Waterloo Mason City 


Real Home Office Cooperation 


For an ATTRACTIVE GENERAL 
AGENCY CONTRACT with a PRO- 
GRESSIVE COMPANY in a PROS- 
PEROUS AGRICULTURAL STATE 
write 
0. J. LALLY 


2nd Vice-President —in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 


December 31st, 1923. 
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H. A. HOPF 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—-327 S. La Salle St., Chicago 














HAS SPECIALIZED ON 
YOUNG MEN PROSPECTS 


Present Business Not Great, But 
Is Building Large Clientele 
for Future 


GROUPS IN THREE CLASSES 


Don M. Behling Gives Benefit of His 
Experience at Agency Convention 
of Northwestern Mutual 


MILWAUKEE, WIS., July 22.—At 
the agency convention of the Northwest- 
ern Mutual, Don M. Behling of Colum- 
bus, Ohio, a recent college graduate him- 
self, told of his experience in devoting 
his attention to young men, especially 
college men. His address in part was 
as follows: 

“The selling of the young man has 
been my work almost exclusively. I 
have therefore decided to outline some 
of the methods I have used, believing 
and hoping that in this way I may be 
instrumental in helping those who are 
just starting out on their life insurance 
career. 

“Three years ago, directly after leav- 
ing college, I asked myself this question: 
What class of men shall 1 make my field 
of endeavor? I had determined to spe- 
cialize on a certain type, for I had be- 
come convinced that this method would 
bring the best results. After some de- 
liberation I decided the young man. | 
said to myself, I will be working with a 
class with whom I am either personally 
acquainted, have mutual contact, or with 
whom I have some common interests. 
rue, while I may not reach a large 
volume of business in a comparatively 
short space of time, | will be building 
up a clientele that will be buying in- 
surance from time to time and repaying 
in the years to come my efforts of the 
present. Then, as an advertising me- 


| dium, these young men are of inestim- 


able value, for it they are sold right, 
they will forever be boosters for the 
company and the agent. Another rea- 
son, and | think a very important one, 
is that the young man is the ideal risk 
both from the agent’s and the company’s 
standpoint. My subject, then, deals with 
the question of the young man and how 
to sell him. 


Where Young Prospects Are 


“As a starting point, we will take up 
the selection of prospects. Any young 
man who has attained the age of twenty- 
one years is an ideal one. He is usually 
in perfect health, has little or no insur- 
ance, although from his education he is 
a believer in it, and he is just beginning 
to realize the importance of the years 
ahead and the various problems he will 
be called upon to meet in connection 
with life. This type of prospect is un- 
limited in numbers—friends, acquaint- 
ances, college mates, men belonging to 
the same clubs, or interested in the same 
activities; the young men who are men- 
tioned in our newspapers as having 
affiliated themselves with some business 
enterprise, those who have just been 
married, sons of old policyholders, and 
scores of others—in fact, the field has 
hardly been scratched and is forever 
growing. 

Divided in Three Groups 


‘After making up a list of these young 
men I divide them into three groups. In 
the first group I place those whom | 
know or have been informed are making 
good and who are either married or in 
tend to be within a short time. In the 
next group are those who are yong 
along successfully but who are single 
and who for the most part have no de 
pendents, and who at present have no 
definite responsibilities other than tak 


ing care of themselves. In the third 
group are those who are still in college. 

Here I might say that in soliciting 
students, and this is a mighty good field, 
I adhere almost entirely to the current 
year’s graduating class. This is just a 
pet theory of mine, but I find that better 
results have been obtained from this 
source than from any other. 


Must Have Information 


“Now, in making this selection of 
your prospects you must o! necessity 
have certain information concerning 
them. This is easy to obtain as you 
can always find some mutual friend who 
will give you all the data required. In 
addition to the information necessary to 
group your prospects, there are some 
other things which will be of benefit to 
you. You should have an insight into 
the prospect’s financial situation. Is he 
thrifty or does he spend all of his salary 
or allowance? Could he and would he 
meet the premiums as they fall due if he 
did purchase the insurance? This is 
very necessary so as to guard against a 
high lapse ratio. You can save your- 
self a good deal of time and effort by 
finding these a out as far as you are 
able before your actual solicitation be- 
gins. 

Must Gain Confidence 


“After you have properly grouped 
your prospects, and this, by the way, is 
very important, for each group has a 
different class of sales points, you must 
get to know them and know them well 
Jf you can know them as friends, you 
will at once have overcome a tremendous 
obstacle for young men, as a rule, do not 
like to deal with a stranger. Bring into 
your conversation mutual friends, activi- 
ties or other incidents which will bring 
them closer to you and once they feel 
vou are a friend, and, therefore, worthy 
of their trust, you have eliminated your 
greatest difficulty, and should be able 
always to hold them as your clients. In 
over fifty percent of your first calls it 
will be necessary to devote the time not 
to selling but to establish this personal 
point of contact. Association with these 
men in their various activities, goli 
games, luncheon clubs, athletic events 
and so forth, is an ideal way to make for 
good fellowship. 


Arguments for Each Group 


‘To get back to actual sales, each 
group of prospects has its different sales 
points or sometimes called arguments. 
For example, let us take the first group. 
As these men are either married or ex- 
pect soon to be, you can use such points 
as the need of every man to have pro- 
tection for his dependents to guard 
them against financial want in event of 
his death. There is also the element 
of systematic savings so as to provide 
funds for future need or old age. Where 
conditions warrant, you can bring into 
play the beauty and importance of the 
educational policy. You can arrange an 
insurance program for him and influence 
him to start now in fulfilling it. He will 
be able to see the value of it and also 
realize the importance of getting his pro- 
gram under way at a young age. In fact 
the necessary stimulae for this class is 
common to most of us and is used every 
day in our sales work. 

Must Take a New Tack 


“In the second group, however, you 
have various phases which must be 
taken into consideration and this group 
must be handled in an entirely different 
fashion. These men with no respon- 
sibilities are not worried over the pros 
pect of a premature death or the ques 
tion of protection. If you mention that 
they will no doubt be married in the 
near future, where there are no grounds 
to believe so, you only cause them to 
jest about the subject and weaken your 
interview. You have to approach them 
from a different angle, stress the ele 
ment of systematic savings with the pro 
tection feature as an extra advantage 
Impress upon them the idea that they 
will no doubt have insurance sometime 
for their old age income, for their de 
pendent parents, or tor business reasons 
as the case may be, for nearly everyone 

(CONTINUED ON PAGE 32) 
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IS NO FEAR IN FUTURE 
VAN DYKE IN BRIGHT VISION 


President of the Northwestern Mutual 
Life Comments on the Conditions 
of the Present 


MILWAUKEE, WIS., July 23.—At 
the annual agency convention of the 
Northwestern Mutual Life this week, 


President W. D. Van Dyke in discus- 
sing the business outlook said that the 
officers of the company do not find any 
sign of danger, dread or discourage- 
ment in the torward glimpse. They do 
find, he said. every evidence of encour- 
agement, with abundant promise of gen- 
erous reward for strenuous effort and 
efficient service 

President Van Dyke announced that 


the dividerid scale for 1924 would be 
continued for 1925 
Notwithstanding that this is presi- 


dential year, Mr. Van Dyke said that 


business is in fair condition Business 
men need to have taith. The fear of 
political interruption and interference 


has hampered general business since the 


first of the vear He finds that fear ex- 
ists, but there are no facts that would 
tend to show a decided depression. He 


said that the fact is that there have been 
only four presidential election vears since 


1800 which have been marked by busi- 
ness depression 

This 1s the 67th anniversary of the 
Northwestern Mutual. The company in 


the 20-year period ending Dec. 31 last. 


gained $2,027,000.000 insurance in force, 
or 300 percent. In 1903 its new paid for 





Figures on Equipment 
Show Company’s Growth 


HE home office organization of the 
Missouri State Life, which has passed 
into the $500,000,000 class, now includes 
some 600 workers. They use 177 type- 
writers, 42 adding machines, 46 dictating 
machines and some 800 tables and desks 
in their daily work. 
On an average 250 applications, in- 
cluding preliminaries come into the 
office, while usually 200 policies go out 


daily. The medical fees of the company 
are now averaging $17,000 monthly. 
The mailing division on an average 


day handles some 5,000 pieces of out- 
going first class mail and last vear the 
company gave Uncle Sam some $37,000 
for postage stamps. The filing division 
handling approximately 2,000,000 
pieces of matter yearly. The company 
has some 495,000 application and cor- 
respondence folders in its files 

The printing department in the base- 
ment turns out 300,000 pieces of printed 
matter weekly. The company uses about 
600,000 letterheads and 2,000,000 en- 
velopes annually 

And in December, 1892, this company 
started life in a little room in a two- 
story brick building in Monroe City, Mo. 
It was then the youngest of some 75 
life insurance organizations, without 
agents surplus or reserves 


is 


$257,000,000 This was an increase ol 
375. The assets gained 230 percent tn 
the 20 vears, growing from $178,000,000 
to $589,000,000 
President Van Dy ke wave a com- 
parison of the statement as of July 1 
business was $68,000,000 and in 1923, ' 1923, and July 1, 1924, as follows 
——_——-Year Ending———_ 
July 1. 1923 July 1, 1924 Increase 
New paid-for insurance in vyear...$ 287,000,000 $ 320,000,000 $ 33,000,000 11.5 
Insurance in force - 2. 600,000,000 2 800,000,000 200,000,000 7.5 
Paid policyholders 58,000,009 65,000,000 7.000.000 12.0 
Income .... an 115,000,000 124,000,000 a 000.000 a0 
Disbursements 74,000,000 83,000,000 9,000,000 12.0 
Gross Assets 567,000,000 610,000,000 42.000,000 7.5 
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New York Bank Booms 


Business Insurance 


HE New Netherlands Bank of New 
York has given the following recom- 
mendation for business life insurance. 
The instance cited was a $150,000 policy 
carried in the Equitable of New York: 
“Our bank has the account of an im- 
portant house, famous internationally as 
a creator of style in the women’s gar- 
ment industrv of the highest character 
The reputation of this concern was de- 
veloped after many years’ struggle by 
the genius, hard work and sterling in- 
tegrity of the man whose name it bears. 
The business from the start was of a 
‘one man’ character, but in the course of 
years the founder had built up a splen- 
did and _ well-rounded organization 
Stricken with sudden illness, the head 
of the house passed away in the midst 
of a busy leaving his company 
with ‘large stocks of costly merchandise 
on hand, and with obligations constantly 
maturing 
“The 


was 


season, 


concern's unquestioned credit 
closely interwoven with the de- 
personality that a 
shrinkage followed immediately 
who developed this extensive 
however, had insured his lite 
heavily in favor of his company, and the 
payment by the insurance companies ot 


so 
ceased founder's 
natural 
The man 
business, 


a large amount of money into the treas 
ury enabled the organization to bring 
the season's business to a_ successful 
consummation 

“The acid test of every item which 
increases the overhead ot a business ts 
the querv ‘Does it pav?” A good mer- 
chant would not think of allowing his 
fire, burglary or liability insurance poli- 
cies to lapse Life insurance is good- 
will insurance and of paramount impor- 
tance The experience ol! the company 
related above, which is an actual occur 
rence, is a clarion-like message from 
dead lips.— Business Life Insurance 
ay "| lian 


il 


SOME ADDITIONS MADE 


LIFE UNDERWRITERS PROGRAM 





Late Changes That Were Made in the 
Schedule of the Big Los Angeles 
Convention 





LOS ANGELES, CAL., July 23 
There have been some additions to the 
program ot the National Life Under- 
writers Association convention. On 


Tuesday Job Hedges, general counsel 
for the Life Insurance Presidents Asso- 
ciation, spoke on “The Real American.’ 
The Wednesday morning program was 
given over to a discussion of “Amplified 
Life Income Insurance.” It con 
ducted as an agency morning meeting 
by R. H. Mouser of Oakland, Cal. The 
subjects discussed were 
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PEOPLE’S LIFE BUILDING 


ANNOUNCEMENT 


for Indiana. 


later. 


Room 304 


Mr. A. E. Sullivan has been appointed Superintendent of Agencies 


As soon as suitable arrangements can be made Mr. Sullivan will 
open headquarters in Indianapolis. 


For the present Mr. Sullivan may be reached by addressing 


A. E. Sullivan, 


130 N. Wells St. 
Chicago, Illinois 


Desirable Territory and Unusual Contracts Available 





Chicago, Illinois 


Location will be announced 
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at SPRINGFIELD, ItuNois 


He is a man well above the major- 
ity in personal production, financial 
responsibility, and social position. 
He is capable of earning from $12,- 
000 to $25,000 per year, and is a 
good organizer of men. 

This is an unusual opportunity for 
him in this hustling, bustling city 
of Illinois; and we will help him 
develop it! 

Our company has over $125,000,000 
of insurance in force; our ‘ratio of 
assets to liabilities is greater than 
that of any other large company in 
the same field; our policies have 
new selling features and settlement 
provisions not yet issued by any 
other company. 

We will give this man a contract 
direct with the home office, pro- 
viding for a liberal first year com- 
mission, a renewal commission, an 
office allowance, a collection fee 
and a business-development allow- 
ance. 

Perhaps YOU are the man we 
want! If so, write to us. Address, 
J-79, c/o National Underwriter. 
NOTE: We also have an unusu- 
ally attractive, special contract for 
good salesmen whose experience is 
limited. 











HOME LIFE INSURANCE CO 
ETHELBERT IDE ‘Low, President 


The 64th Annual Report shows: 


Premiums received during the 
ee TD acececcobnaqsnesese $ 726455 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, GC. ..ccccccccce 
Increase in Assets........... 
Actual Mortality ae the 


Insurance in Force........... 247,373,218 
Admitted Assets .........++++ 4,655,272 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


5,871,544 
2,401,587 


Rooms eoi- “G06 The Fourth Nat. Bank 
CINCINNATL” OHIO 

















MR. AGENT! 
Do you care for QUALITY, not 


SIZE? Age, Sound Experience, 


Low Cost, a Splendid Record for 
70 years? 
Ther wi not take a General 
e Agency ts HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST CK' WRITE THE HOME OFFICE 
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‘CLAIM MANS COMMENT 


GREAT WORK IS TO BE DONE 


Joseph T. Gallagher Tells Northwest- 
ern Mutual Life Agents Some of 
the Possibilities Before Them 


MILWAUKEE, WIS., July 23.—At 
today’s luncheon conference of the 
Northwestern Mutual Life Agency As- 
sociation Jos. T. Gallagher, assistant su- 
perintendent of claims, gave some ob- 
servations from the point of view of his 
desk. He said in hme 

“Why do so many men, who could 
afford to carry large lines of insurance, 
feel that they are doing their full duty 
when they are carrying policies agegre- 
gating three or four or five thousand 
dollars? Does any responsibility for 
this situation rest upon the agent? Most 
certainly. If the agent himself is not 
sold and does not practice what he 
preaches, how can he paint the picture 
for others to gaze upon? Or if he has 
not prepared himself to intelligently ad- 
vise those he solicits, how can we ex- 
pect men to visualize life insurance in 
action, for the benefit of mothers, wives 
and children,—for the lasting benefit of 
the business to which they are dedicat- 
ing almost every waking moment in the 
hope that their firms may continue to be 
rated as first class, going concerns. Be- 
cause men are not properly sold in the 
first instance, not a day passes but that 
we who serve in our reviewing stand 
must perform the distressing task of 
informing hopeful souls that the con- 
tracts in their possession have no value, 
because they were lapsed long ago,—or 
perhaps only last year or last month. 

Recent Case Cited 


“But here’s a recent case that made 
the sun shine brightly over our review- 
ing stand—brought the ‘reviewers’ 
themselves to ‘attention’ when a cer- 
tain division passed by: One policy is- 
sued in 1921 for $10,000; one issued in 
March 1923, for $30,000; the insured 
died a month or two ago. The bene- 
ficiary is the wife and there are four 
contingent beneficiaries,—four sons, 
ages at the time of their father’s death— 
16, 5, 3, 2; Option A with no privilege 
of withdrawal during the lifetime of the 
oe nt beneficiaries. After death of 
the beneficiary Option A with sons, with 
privilege of withdrawing $2,500 each 
after attaining the age of 25 years and 
a like privilege as to the remainder after 
attaining the age of 30 vears. And with 
the policies were left four letters——one 
for each of the sons, wherein the father 
stated just what these four boys meant 
to him, what he expected of them and 
just what he had in mind in directing 
payments as endorsed on the policies. 
Now aiesiae the Great Vision at the 
end of the march, that father was fully 
sold the entire contract by an agent who 
had caught the vision of life insurance 
and whose own policies were witnesses 
of that fact 


Another Case Given 


“Here is another actual, very recent 
case: The insured held policies amount- 
ing to some twenty thousand dollars. 
The agent had sold him Option A but 
before it could be put into operation the 
nsured died. So the agent did the next 
best thing,—he sold Option A to the 
‘ficiary Shortly after her 

band’s death, the beneficiary visited 
relatives in an eastern city and, upon 
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the suggestion of a brother-in-law, an 
investment broker, withdrew the entire 
fund to be invested by him. Heavy 
dark clouds over the reviewing stand! 
Ask any good bond man Ww hat he knows 
of cases of this sort! It’s a pity that 
so frequently life insurance proceeds,— 
big and little,—are sent out aiter the big 
returns that do not return. And why 
does the situation exist? Often because, 
with the signing of the application, the 
agent lost interest; the proceeds were 
not properly sewed-up during the life- 
time of the insured. 
Match Lost on Approach 





“In some respects it is like a game of 
colf. Getting the application signed is 
like the long, spectacular drive from the 
tee. Those drives boring down through 
the air for great distances gain the 
cheers of the crowd. BUT—and this is 
where the options go on or stay off, de- 
pending largely upon the attitude of the 
agent,—the match is gained or lost in 
the approach to the green and on the 
green. After all, everything is uncer- 
tain until the ball is actually holed. And 
it is just there that the short, accurate 
stroke of getting suitable Options on 
the policies plays the leading part. 

“We all know the fellows who can do 
the dramatic thing—who can somehow 
get the big applications or who can 
work out the big plans. Their ideas im- 
press us as worth while, but can they 
follow through? Have they the neces- 
sary assurance? 

Builders of Business 


“We have all heard a lot about the 
wonderful possibilities and accomplish- 
ments of the builders of the institution 
of life insurance. Some term the work 
of the agent a profession and matter-of- 
fact men say that after all it’s just busi- 
ness. But I wonder if we really grasp 
the significance—the scope of the poten- 
tial power of a life insurance agent! 
Professional men can act only when 
called upon to act. If an insurance man 
doesn’t act all the time it’s because he 
doesn’t want to act,—the weather is bad, 
there is a local political crisis on or a 
new club to be boosted. 

“How truly marvelous is the role of 
the mortal who approaches his fellow- 
men while they are still in the fall glow 
of life and who have full authority and 
legal sanction not only to very effec- 
tively dispose of vast properties to those 
then living and to generations then un- 
horn—but also to really and trulv, by a 
few strokes of the pen, CREATE es- 
tates in their entirety where none ex- 
isted before.” 


Will Get More Information 


The Pacific Mutual will add a ques- 
tion to its application blanks when the 
next supply is printed, in which the ap- 
plicant is asked to state his salary. This 
step will be taken in order that the 
company may know just how far it 
should go in regard to issuing perma- 
nent disability or accident benefits or 
both. It is thought that most companies 
take no account of the disability insur- 
ance that a man is carrying. He may 
have the total and permanent disability 
clause in many policies, but there is no 
check up. It is thought that moral haz- 
ard may be augmented in this way. 


Files Suit for $95,000 Claim 
SAN FRANCISCO, CAL., July 22.— 


Suit has been brought against the Em- 
plovers’ Indemnity, New York Life, 
Aetna Life and the Penn Mutual Life 
by Mrs. Elizabeth Cheyney to recover 
$95,000 which she claims is due her fol 
lowing the death of her husband last 
January. The companies elaim as a 
defen c that Cheyney is not dead, but 
alive, and at the present time in Mexico 


Mrs. Chevnev claims that her husband 
was burned to death in their summer 
cottage near Oroville Attornevs for 
the company point out that Cheyne, 
took out the following policies Penn 


Mutual Life two $10,000 ten-vear term 
accident polhiey 


Emplovers’ Indemnity 
for $10,000: New York Life $10,000, and 
\etna Life four accident policies total 


ny $55,000, just four months prior to 


January; that the building in which he 
was supposed to have perished was a 
frame structure with many exits and 
that deposited about 30 feet from the 
building was an iron box containing the 
insurance policies. 


Northwestern Mutual Trustees Named 


At the regular meeting of the board 
of trustees of the Northwestern Mutua! 
Life, held at the home office here, the 
following were elected to the four year 
term: E. J. Lindsay, D. Adler, and 
W. E. Black, Milwaukee; A. J. Frame, 


Waukesha; William Irvine, Chippewa 
Falls; F. J. Sensenbrenner, Neenah; 
Peter Reiss, Sheboygan; S. O. Richard- 


son, Jr., Toledo, O.; and “i L. Butler, 
Madison. Thomas H. Gill of Milwaukee 
was also elected to the board bringing 
the membership to 36. 





August is “Policyholders Month” 


The West Coast Life has again desig- 
nated August as “Policyholders Month,” 
when special work will be done among 
the old policyholders of the company 
as well as an intensive drive made for 
a large volume of new business. During 
the club year, which ended June 30, the 
company showed a production of $25,- 
800,000 as compared to $13,826,000 for 
the same period last vear. 
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Hutchinson, Kansas 








The Accumulation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

POD DEi es cees $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Moines, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
Ppects— ple who have written the fiead 
Office for information. 

Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 
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ALL COMPANIES ARE 
PUSHING FOR BUSINESS 


Let Down in the General Field Is 
Causing Some Decrease 


in Production 


GET OUT IN THE HIGHWAYS 


Companies However Are Cutting Down 
on the Perquisites of Those Not 
Delivering the Goods 


Agency officials of life companies are 
putting on extra pressure in order t 
stimulate production these days, becaus¢ 
as a rule business is off in most sections 
Some companies that have not been 
covering the entire field, are entering 
new territory. Territory that has not 
been cultivated heretofore is now receiv 
ing attention. Some companies are de- 
voting considerable of their time to se 
curing new agents Altogether the 
pressure from the home and general of- 
fices is very strong. 

Inquiries Being Received 


Companies say that they are receiving 
a number of inquiries as to agency con- 
nections, but in following them down 
it is found that they are men who have 
been hanging on by their eyelashes with 
their old companies. During the flush 
time when business was coming strong, 
companies were more lenient with the 
perquisites they handed out. They 
would finance premium notes, make lib- 
eral allowances for office expense, would 
allow more credit, etc. Since produc- 
tion reduced the companies have been 
far more exacting and have lopped off a 
number of privileges heretofore granted. 
This has caused a number of men to 
become dissatisfied and seek other con- 
nections, hoping that they can induce 
other companies to give them the same 
privileges they have enjoyed in the past. 
When it comes down to hard times the 
companies desire to reduce expenses. 
Many companies have raised their min- 
imum quotas for bonuses 


Cause Much Uneasiness 


Some men who had no trouble in the 
golden days in writing sufficient busi- 
ness to get the bonus now find consid- 
erable difficulty. This pressure on part 
of companies and their standards which 
are more exacting undoubtedly have 
caused uneasiness among those lower 
down in the ranks and they are shifting 
about. 

Most companies are putting on more 
steam in the cities than they are in the 
country districts. Business comes more 
easily in the cities. The farmers have 
not found their condition much im- 
proved, although the higher prices for 
corn and wheat make the prospects 
brighter. While in some cities there are 
i number of men unemployed, as a 
usual rule there has not been much 
difficulty in getting work. 

Stick to Old Companies 


Now and then complaint is made that 
certain companies are making a drive for 
the agents of other companies, hoping 

this way to recruit their forces and 
secure more business The best men 
however are sticking to their old com 
panies. They realize the fact that their 

wn companies will travel as far as pos 
sible with them and will not let them go 
ntil the limit has been stretched to the 
most. Companies that are bidding too 
ng for business and running up their 
quisition cost will pay the price later 
Where a high price is paid for busi 

Ss, Companies are mM a position to use 
¢ reater toree, and hence hich pressure 
luction is the result 
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Profits from Your 
Payment Plan 


When ready funds are none too abundant 
an easy payment plan is a great business getter. 


A series of small deposits, fitting into the 
monthly budget plan of the household, meets a 
ready welcome where a large annual premium 
would not be considered. 


The Monthly Premium Plan of The 
Lincoln National Life Insurance Company is 
aiding its field men to get the business these 
days. 


Because The Lincoln National Life gives 
its agents every aid in securing business and 
extending service, it pays to 


(LINK UP()wirn THE) LINCOLN 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $300,000,000 In Force 
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Continental Casualty Company 


Non-Cancellable 


Disability Insurance 


It is real insurance service 
and makes permanent clients 
out of policyholders 


address 
Service Department 
910 S. Michigan Avenue 
Chicago, Illinois 


for full details 





























YOU WILL BE SURPRISED 


if you will take a minute and look over our record. 
Unusual mortality savings, high interest earnings, 
low net cost and a high-grade agency force are a 
few of the outstanding qualities that determine the 
general character of our business. 


Ideal General Agency contracts are now avail- 
able in the following cities: 


MICHIGAN INDIANA PENNSYLVANIA 
Saginaw Indianapolis Scranton 
Battle Creek Fort Wayne Johnstown 
Grand Rapids South Bend Philadelphia 


The Midland 
Mutual Life 
Insurance Co. 


“Ite Performances Exceed 
Its Promises’’ 


Columbus, Ohio 
Over $62.500,000.00 in force 
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| AGENTS HOLD MEETING 





NORTHWESTERN CONVENTION 


Eight Hundred Agents from All Parts 
of Country at Milwaukee for 
Annual Gathering 


Milwaukee, Wis., July 22.—The annual 
meeting of the Association of Agents of 
the Northwestern Mutual Life opened 
here on Monday with about 800 agents 
from all parts of the United States in 
attendance. The opening day was desig- 
nated “get-together” day by the pro- 
gram committee and was almost entirely 
devoted to games and events calculated 
to bring the agents together. 

The big event of the afternoon pro- 
gram was the golf tournament held at 
the Blue Mound Country Club under the 
direction of M. A. Carroll of Oshkosh, 
general agent, and Henry F. Tyrell, 
legislative counsel for the company. A 
baseball game was held in the afternoon 
at Juneau Park on the lake front be- 
tween teams representing the east and 
the west. Orison S. White of Michigan 
was captain of the eastern team and V. 
E. Pinkus of Indiana, captain of the 
western team. 

Visiting agents were taken for a tour 
of the home office of the company, 
ranked with the most beautiful in the 
country. The agents made the trip in 
groups of 30 and were taken entirely 
through the huge insurance plant. Roy 
Chapman of the home office agency 
division was in charge of the tours. 

The biggest event of the entire open- 
ing day was the get-together dinner 
held at the Hotel Pfister, with Royal S 
Goldsbury of Pittsburgh, in charge as 
chairman of the committee. At the 
dinner, the agents were regaled with 
songs by the famous McMillen Quartet, 
Dibble’s revue presenting home office 
girls in chorus numbers and several well 
known company personages, stereop- 
tican presentation of current North- 
western Mutual news, and vaudeville. 

The annual dinner of the famed Mara- 
thon Club of the company was also 
held on the opening day Membership 
in this club goes only to agents of the 
company who have written 100 or more 
paid-for applications during the agency 
year. Presidency of the club is held by 
the agent having written the most appli- 
cation. Fifty-three agents earned Mara- 
thon Club membership during the past 
year. 

Special, district and general agent's 
associations held separate meetings fol- 
lowing the get-together dinner Elec- 
tion of officers and plans for ne xt year's 
activities took place at these meetings. 

Officers of the Association of Agents 
during the past year were: Charles C. 
Dibble, Cleveland, president; Milton L. 
Woodward, Detroit, vice-president: W. 
H. Conlin, Milwaukee, secretary-treas- 
urer. The standing committee of the 
association was composed of J. J. 
Hughes, Des Moines, chairman; P. R. 
Hathaway, Bryan, Ohio; R. L. Law, 
Oklahoma City, Okla.; E. T. Proctor, 
Paducah, Ky.; F. L. Wright, St. Louis, 
Mo. 
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GROUP FIELD Is WIDE 
FEW HAVE DISABILITY COVER 


W. O. Ilgenfritz of United States Fidel- 
ity & Guaranty Tells of Opportu- 
nities for Writing This Form 


BALTIMORE, MD., July 15.—Group 
disability insurance is a field for insur- 
ance men that has hardly been scratched, 
according to W. O. Ilgeniritz, superin- 
tendent of the group disability division 
of the United States Fidelity & Guar- 
anty. 

“Every industrial plant and organiza- 
tion employing 25 or more persons is 
a prospect for group insurance, and 
although hundreds of plants are carry- 
ing group life insurance, few are carry- 
ing group disability,” said Mr. Ilgen- 
fritz. 

“Group insurance is sold under two 
general divisions; schedule, paying a 
specific weekly indemnity, and payroll, 
paying as indemnity a percentage of 
the insured’s wage. Each of these in 
turn can be sold under 12 separate and 
distinct plans of coverage. This elastic- 
ity makes an insurance which can be 
written to meet the needs of any locality. 
The choice for any particular plant 
leads us directly into the answer to the 
question, “Can I sell it?” 

Should Make Personal Survey 


“This question can be answered far 
better by the agent, but here are several 
suggestions: The agent should make a 
personal survey of the conditions exist- 
ing in the plant of your prospect, and 
then choose the plan of coverage best 
suited to the needs of both the employer 
and the employes. Present only one 
plan, for there is nothing more baffling 
to the purchaser for insurance than to 
have numerous plans of insurance pre- 
sented to him, all with different cover- 
ages and different rates. You are his 
specialist, and just as you would lose 
faith in a physician who offered you 
several remedies of equal merit and told 
you to take your choice, so the prospect 
loses confidence in you if you present 
to him numerous plans of insurance. 

“Group insurance is not philanthropy 
or weliare work. It is a business prop- 
osition, as attested by the fact that many 
so-called ‘hard-shell’ business men are 
carrying it in their plants and paying 
the entire cost. 

Promotes Elements of Success 


“It assists the employer to attain the 


three essential elements of success; ef- 
ficiency, steadiness and loyalty among 
his employes, through the fact that it 


of worry over loss 
future dis- 


relieves the emplove 
of wages through 
ability. 

“Further it insures the return of the 
‘whole man’ to the job. It requires the 
attendance of a physician before indem- 
nities will be paid, and thus assuring 
proper medical aid, oft-recurring absence 
is eliminated. It brings about loyalty 
through the realization of the employe 
that only through the cooperation of his 
emplover is he able to obtain this.” 


possible 


BUSINESS FOR FIRST HALF OF YEAR 


HE following table shows the new 
paid-for business for the first six 
months of 1924, new paid-for business 
for the first six months of 1923, and the 


Months, 1924 
$11,756,436 


Amer. Life Reins., Texas 
Atlantic Life, Va 
Detroit Life 

(jreat Western Life, Can 
(juardian Life, Ne 4g aot 
Jeff. Stand Life, 
Occidental Life, ‘Cal, 

Old Line Life, Wis 
Register Life . 

Scranton Life, Pa 
Southland Life, Texas 
Union Central Life 


" $1,010,710 


increase of insurance in force for the 
first half of 1924 for life insurance com- 


panies as reported to THe NATIONAL 
UNDERWRITER 
New Paid New Paid New Paid 


For Business 
First Six 

Months, 192 
$ 212 960 

047,899 


For Business 
First Six 
Months, 1923 
$10,671,977 5, 
10,908,842 5 
7,816,704 2 
21,188,602 14, 

11 


For Business 
First Six 


10,626,788 
6,330,240 


20,605,843 
26, 317, 300 
a* 


21,660,286 
24,060,600 





6,756,135 5,139, 28 
5,589,067 . 362 
2,648,017 506,050 

1,680,699 


2,966,402 2) 164,200 
011,950 9.5 f 


1 6,730,566 
4,757,548 


46,277,641 
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IS FIFTH OF DEATH CAUSES 





Metropolitan Life’s Survey Shows Tend- 
ency of This Disease to Concentrate 
on Old Age 


The Metropolitan Life has completed 
a survey of the mortality from cancer 
among its industrial policyholders cov- 
ering the 12 year period from 1911 to 
1922. Cancer was found to be the fifth 
cause of death in numerical importance, 
being outranked only by heart disease, 
tuberculosis, Bright’s disease and pneu- 
monia. During the two latest years of 
the period, its relative rank as a cause 
of death was higher than in the prior 
vears, being surpassed in 1921 only by 
heart disease and tuberculosis. 

During the 12 year period the mortal- 
ity from cancer in the industrial popu- 
lation of the United States and Canada 
has increased, but the actual increase 
in the cancer death rate has been small. 
much smaller than might be inferred 
from an analysis of the published death 
rate, for allowance must be made for 
improved diagnosis and for more ac- 
curate reporting and _ specification of 
causes of death. The increase has been 
wreater among males than among te- 
males. 

Increase in Old Age 


This increase, however, was not uni- 
iorm for all ages, for while there was a 
slightly upward trend beyond 55 years 

age, a slightly declining tendency 
was in evidence between 35 and 55 years. 
he rate of increase has been greater in 
more advanced ages, showing that the 
vravity of the cancer situation is con- 
centrated on the older ages, both from 
the standpoint of maximum incidence 
and from that of increasing mortality. 
rhe slight decrease between 35 and 55 
years may be due partly to the cam- 
paign of education for cancer preven- 
tion. Persons between these ages more 
trequently come under medical super- 
vision in the course of treatment for 
minor illnesses and submit to more 
periodical health examinations, as well 
as apply the hygienic lessons taught by 
the public press and health organiza- 
tions. The prolonging of life of in- 
creasing numbers of cancer’ cases 
through the medium of early surgical 
operation may be another factor in the 
decreasing mortality among middle ages 
and increasing rate among the older 
ages. A considerable number of deaths 
from cancer occur before age 25, al- 
though it is seldom regarded as an 
important disease in childhood and ado- 
lescence. 

Experience in May Good 


The Metropolitan also reports that the 
unseasonable weather which prevailed 
during May apparently had no adverse 
effect upon health conditions in Ameri- 
can and Canadian cities, as indicated 
by the low death rate for the 15,000,000 
industrial policyholders of the company, 
which was only 9.3 per 1,000 as com- 
pared with 9.9 for May, 1923. With the 
single exception of May, 1921, this year's 
mortality is the most favorable for the 
month in the history of the company. 
\ll but one of the principal diseases, 
viz. cerebral hemorrhage, showed de 
clines in the rate as compared with 
\pril The accident rate rose very 
shghtly, but automobile fatalities de- 
clined and were fewer in number than 
during May of 1923 or of 1922. This 
was in all probability the direct result 
{ the unseasonable weather conditions 
hich have been responsible for cur 

led automobile trafic. The improve 
ent should not cause undue optimism 
ntil it continues for a longer period 
lhe death rate for the general popula 
ion of the large cities of the United 
“tates during May was lower than for 
\pril 1924, but a little higher than for 
May of last year. 
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PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


Financial Statement, June 30, 1924 


ASSETS 
6 oii nd tts i oe ees pee hie wth ten $ 
First Mortgage Loans on Real Estate.............. 
Re Ns Lo ea ers epeen eben needen 
ie sae ol ale a at bien adeninaee edit 6 sal 
i . dacendeideesedbesean awk 


221,230.46 
6,937,382.14 
3,178,213.86 

800.00 
1,877,442.94 


i st ee eal Lie wet kel 281,261.09 
EE EEE OE RE 307,196.34 
a a a a Daal 261,727.39 


Net Uncollected & Deferred Premiums.......... 338,994.87 
Due from other Companies; for Death Claims on re- 
scan dnndadestemeangkas ah 


a ie i Sled ee 


54,500.00 
56,253.12 





ER ee a ie ae RET Se” $13,515,002.21 


«35s annie beets ehhh Ranennene $11,264,994.28 
Death Claims Reported; Proofs Incomplete......... 227,159.59 
I a ne ct wae Maeeeeannes 55,230.91 
Bills, Accounts, Medical and Inspection Fees due and 

a awa s nei come 8,121.59 
oe eeu cease eaeeae ke a 3,098.73 
Premiums Paid in Advance....................... 12,558.49 
Interest Paid in Advance........................ 46,485.94 
Reinsurance Companies’ Reserve Account.......... 68,367.58 
Miscellaneous Liabilities ......................... 85,713.91 


Surplus Apportioned for Contingencies............ 34,185.36 


Surplus for Protection of Policyholders Over All 


EE 662405 0 6uw Wks eb sdéaden edscanedwenet 1,709,085.83 





$13,515,002.21 


PP OTE CRT Free Tyr _.$ 1,000,000.00 
Insurance Outstanding (Paid For Basis).......... 114,582,545.00 
ee ee e.g. owedaebheahecke wens 13,515,002.21 
OPEC F CT TEE T OT TCLS 11,264,994.28 
Assets in Excess of Liabilities for Protection of 


ER AR eee Se Ee Rm 1,709,085.83 


-™ ee 





ee re ee ee re OO Or ee Oe Or Or Or oe 


~~) erm er 


ee 


_ eee eee eee eee eee eee eee ee ee ee ee ee ee ee ee ee ee 


mee ee ee ee ee ee 
_ ee eee ee eee ee eS 


“™- 
See ee EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE AE EEE EE EEE EEE EEE EE EEE EEE EEE EEE EEE EEE AEE EEE AEE EA EEE EEE EE EEE EE EEE EEE EE OEE EEE EEO EEE EEE EEE EEE EEE EEE EEE ee 8 


. 








_—-- 
SOCIO TESA TAA AA OS 





_- =. 


7 








THE Ni ATIONA AL U NDE RW RITER 








| WHAT THE INSURANCE PAPERS ARE 
| DOING IN THEIR GREAT FIELD 








HE premium receipts of all insur- 
T’ ance institutions operating in the 

United States in 1923 amounted to 
about $3,600,000,000. This, of course, is 
a tremendous business turnover. Of 
this big sum, I should say 1,600,000- 
000 comes from life insurance, about 
$1,000,000,000 comes trom fire and ma- 
rine insurance and the rest from casu- 
alty and miscellaneous insurance. Of 
this amount in premiums, at least 85 
percent was produced by local insurance 
agents and brokers. Comparatively lit- 
tle insurance is placed direct by the 
policyholder in America. The agents 
and brokers solicit the business. They 
are the creators of insurance. If we did 
not have these middlemen, the amount 
paid for insurance would be reduced at 
least one-half. It is the indomitable 
energy, the initiative, the enterprise, the 
intelligence, the grasp of their business, 
the ability to fit the contract to the spe- 
cial needs of the purchaser, that have 
made the insurance producer in America 


a big factor. He is the man that is 
cultivated by the insurance companies. 
There are in the United States in the 
neighborhood of 4,000 different insur- 


ance companies and institutions writing 
business. There are at least 300,000 
men and women that are producing in- 
surance, that is, they are selling it. 


Province of the Trade 
Insurance Paper Shown 


The big province of the insurance 
journal in the United States is to train 
and guide insurance thought, interprei 
insurance movements and distribute tn- 
surance news among the great galaxy 
of insurance salesmen. Our _ publica- 
tions to some extent reach the insurance 


buying public because in many of the 
large concerns, a special man devote: 
all his time to " handling insurance. He 





is very much interested therefore in 
keeping in touch with insurance condi- 
tions. Many of the local agents, espe- 
cially in the smaller towns are unac- 
quainted with the ramifications of their 
business. Many of them are engaged in 
some other line. It is the province of 
the insurance journal to act as an ed- 
ucator. With the great mass of insur- 
ance legislative bills introduced in our 
law-making bodies every year, it seems 
that insurance men must exert their in- 
fluence on their legislators because so 
many of these measures are extremely 
hostile, impractical and destructive. The 
educational influence of the insurance 
journal therefore is tremendous in its 
potentiality. 
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insurance statistics of various kinds. 
Our statisticians are assembling these 
figures, assimilating them, getting them 
in tabular form and thus reducing 
greatly the work that would fall on 
company headquarters. 


Insurance Is a Highly 
Organized Business 


In my country insurance 
intensely organized business. There are 
national, sectional, state, regional, 
county and city organizations of fire, 
life, casualty and surety men. They 
are holding conventions at certain per- 
iods of the year, so that the editorial 
staffs are crowded to the utmost. In 
the interest of some of these larger con- 
ventions, we issue special numbers and 
in some cases daily editions. In these 
editions are presented the news of the 
conventions as well as the carefully pre- 
pared papers. Once a year, many of 
these publications issue special numbers 
devoted to certain phases of the busi- 


is a most 


Mrs. Nora Vincent Paul of The National Underwriter staff gave an 
address Monday in London, Eng., before the Advertising Clubs of the 
World, holding an international convention in that city. Mrs. Paul was 


assigned the subject, 
Special Line of Activity.” 


“The Function of the Insurance Papers in their 
Naturally in talking to a body of advertising 


people she treated her subject from the publicity and advertising stand- 


point. 


The gathering of insurance news, the 
shaping it for writing and the distribu- 
tion of the papers is a big task in itself. 
The great insurance newspapers of my 
country have news correspondents and 
special writers located at all the state 
capitals and the large centers of insur- 
ance operations. The insurance journals 
however are more than mere news 
gatherers and distributors. Each edi- 
tion is filled with educational, inspira- 
tional articles. Men are writing about 
insurance from the actuarial, underwrit- 
ing, judicial and selling standpoints. 
Then again our papers are filled with 





such as automobile insurance, tor- 
insurance, hail insurance, life in- 
sale smanship and the like. 

background of the insurance 


ness, 
nado 
surance 


The 


journal must be the editorial department. 


It is necessary in our country for an 
insurance paper to have a circulation 
among insurance salesmen and _ insur- 
ance people in general, so that we can 
approach our advertisers from the stand- 
point of business expediency. In other 
words we must convince them that we 


are selling them something from which | 


they will derive real value. 
[he companies that are writing insur- 


ance advertising, are carrying a mes- 
sage not alone to their own agents, but 
to others in the business. An insurance 
agent or broker is regarded as an insur- 
ance encyclopedia. The vast number of 
policyholders place their insurance with 
a special man, rather than a special 
company. They have confidence in this 
insurance salesman. They rely on him 
to give them insurance in a standard, 
reputable company. Therefore, his cli- 
ents make inquiry of him regarding 
other companies and in fact any insur- 
ance question. He must have at first 
hand, information regarding insurance, 
so that he can intelligently reply to any 
inquiries made by his customer. If he 
does not have this information, he must 
know where he can get it. The insur- 
ance journals occupy a peculiar place in 
the insurance business aside from pub- 
licity. They are the fountains of insur- 
ance information for their subscribers 
and for many policyholders who are 
seeking accurate information. The in- 
surance agent or broker must gain the 
confidence of his policyholders, he must 
keep informed, he must know the drift 
of insurance opinion, he must be able 
to get technical information. He looks 
to the insurance journals to serve him 
in this way. 

The insurance advertisers educate not 
only their own agents, but others 
through the printed page. In briefer 
and more cogent form than is usually 
found in the reading pages, these adver- 
tisers convey an appealing message. 
This message may be built on some cur- 
rent event, such as a catastrophe of 
some sort. It may urge agents to so- 
licit a certain kind of business because 
of a particular season. Many com- 
panies use their advertising pages for 
patriotic appeals. They outline cam- 
paign of prevention of fire waste, acci- 
dents and disease. Naturally, the main 
talking points of these companies are 
brought out. Every once in a while a 
financial statement is published. All 
this information serves to tell the in- 
surance world sufficient about a com- 
pany to individualize it. When an agent 
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administer its affairs. 


personnel. 


IRWIN A. KLINE, Assistant to President 
DR. CHARLES M. WHICHER, Medical Director 
WILBUR M. JOHNSON, Vice-President and Actuary 
M. R. SCOTT, Associate Actuary 
A. C. SAVAGE, Vice President and Auditor 
R. A. YARCHO, Assistant Auditor 

B. M. KIRKE, Assistant Secretary 

GEO. F. GREENLEE, Assistant Secretary 
H. L. WORSLEY, Cashier 


ROYAL UNION 


Over $ 16,000,000.00 
112,000,000.00 


ee Over 


A Strong Officiary and Home Office Departmental Orga 
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Interests of Its Policyhé¢rs 





An institution is but the lengthened shadows of the men and women who 
The growth and progress of the Royal Union Life 
Insurance Company are directly attributable to the able executives who 


D. C. COSTELLO 


Secretary 


A.C. 
P 











ranigon Comprise One of a Company’s Greatest Assets in the 
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is asked concerning a particular com- 
pany, he knows something about it, if it 
is an advertiser. He does not plead ig- 
norance. If a company desires to make 
the change at a particular locality and 
seeks another representative, it finds 
that it is not a stranger if it is an ad- 
vertiser. The agents in that city or 
town know ahout it. Many agents are 
given business building hints through 
these advertisements. They catch some 
idea of a particular week, and go out in 
their communities and produce business 
on the strength of it. Many insurance 
companies now have special advertis- 
ing and publicity men, who are working 
up advertising copy. This copy is force- 
ful, frequently it is illustrated, is made 
artistic and pleasing to the eye. 

We have our fire prevention week, 
our paint and clean-up week, and var- 
ious other times set apart, in which some 
form of reduction of hazards of various 
kinds are emphasized. Many companies 
therefore use their advertising pages to 
inspire their agents to render public 
service, and to participate in these 
movements. 


Insurance Must Be 
Sold by Agents 


Insurance does not lend itself as many 
other lines of business do, to institu- 
tional advertising. I mean by this, the 
general advertising in the magazines and 


newspapers of large circulation. There 
are few incidents in insurance that are 
dramatic It has something to sell 
that is intangible. There is nothing 
ibout it, but one can see, teel, taste 
or smell. It is a document that rests 


securely in one’s strong box and is sel- 
liom brought out, unless a loss of some 
kind occurs. It then leaps into life so 
to speak. There are not the opportuni- 
ties to present insurance in the graphic 
manner for instance, that an advertiser 
would dealing in some material com- 


modity. Insurance is more or less ab- 
stract. One may never have a loss. It 
s a cooperative plan whereby a large 


number of people contribute their mite 
wx the benefit of the persons who do 


meet with disaster. It difficult for 
the general run of people to become in- 
terested in insurance advertising as pre- 
sented in the journals, magazines and 
newspapers. As we see it, people must 
learn insurance in our country, largely 
through the effort of the agents in the 
Way of presenting insurance information 
ot the right kind, enlightening the prem- 
lum payers in regard to their difterent 
lines Ol insurance, removing prejudice, 
attacking ignorance and detending the 
cause when it needs defending. 


is 


Insurance Agents Are 

the Great Educators 

I am not decrying general insurance 
advertising. 1 appreciate very much its 


value. 1 know the power oi printer's 
ink and I know that some companies 
have made great progress in carrying 


their message to the general premium 
paying public. However, in the United 
States the greatest educational influence 
comes trom the insurance salesmen 
themselves. They are the people who 
are carrying the message to Garcia that 
Elbert Hubbard told about in his power- 
tul pamphlet of some years ago. The 
well informed, trained and up-to date 
insurance man can be a great torce in 
extending the range of insurance infor- 
mation among the people and acquaint- 


ing them with proper indemnity. The 
particular problem therefore of the in- 


surance journal is to be the guide and 
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= PURANCE COMPANY 


The successful experience and qualifications of the men and women listed 
herein in the various offices and departments they actively direct will 
continue to assure a strong and progressive management in the interests 


of this organization. 


WILLIAM KOCH 
t Vice-Pres., and Field Mgr. 





C. E. DAILEY, 


L. E. BUTLER, Asst. Mgr. Mortgage Loan Department 
CARRIE A. VIESER, Manager Policy Department 
GRACE ZEHNER, Manager Claim Department 

SARAH STOLTZ, Manager Medical Department 

E. A. LE VAN, Manager Policy Loan Department 

RALPH J. WATKINS, Manager Conservation Department 
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peal to this class of readers. They too, 
should become well acquainted with 
companies other than the one with 
which they are identified. In many lo- 
cal agencies, as many as 20 or or 
even more companies are represented. 
The clerks in such offices should become 
fountains insurance inmiormation as 
as their chiefs 

rhe advertising pages of some insur- 
ance papers fairly bristle with informa- 

recent address James L. 
when he made the talk was 
the National Association 


25 


fount 


ot 


tion. In a 
ase, who, 


president or 





ot Insurance Agents, declared that the 
insurance companies had been of great 
service to the insurance salesmen of 
the company because of the adver 
tisements that were running iI the 
su ce ipers He sale that ne 
knew < oO 1 e constructive liu 
‘ effo that had been made in 
recent years than this appeal throug 
the pt < page direct t thie Niel 
out on the firing line Mr. Case 
said that as he went to his 
office in tl he would pick up 
an imsurance paper, turn to some par- 
ticular advertisement, take probably tour 
‘ nutes to read it and then go 


its message ringing in his ears, 
to build up business along the 


suggested. 





nes 


More Favorable Atmosphere 
Created for Companies 











light to the insurance salesman or to nee of the insurance journal 
any other who comes in contact with t is to create a favorable 
the public. for the advertiser. An in- 
When people learn about the great surance company needs friends. It needs 
imsurance system, its science, its won- spokesme It needs people who feel 
deriul texture, its motives and its ideals, that it is on the square and is trying 
their prejudice is dispelled. to do the right thing. Satisfied agents 
. } 
, i company are a big asset. In our 
Clerical Staffs Are —- , 
country many agents and brokers find 
Helped by the Journals : : : , 
necessary to piace Dusiness Of and o 
One of the provinces of the insurance wit! fferent companies rhe brokers 
journal is to educate the clerical staff esent rticular compar | 
of insurance companies. We need very sin secure the application for 
highly educated clerks. We need those ce and place it where they wil 
who are better trained in their callin ll re attracted to those « 
We therefore find it highly es t offer the greatest service 
publish educational material 1 whose den is unquestioned 
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JOE H. BYRNES, Superintendent Supplies and Printing 
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and which have made the greatest ap- 
peal to them. The insurance company 
therefore needs to cultivate the insur- 
ance fraternity at large. 

We have seen one of our great casu- 
alty companies that was not particularly 
popular, within six months’ time, be- 
come an institution in which every in- 
agent and broker in the coun- 
try that read insurance journals, was 
its friend. This company did not cry 
its own wares trom the housetops, but 
t turnished through the insurance 
material that insurance agents 
brokers could use in combating in- 
torms of indemnity. There was 


surance 


papers 
and 


secure 


no special literature on this subject that 
ad been assembled and presented in 
concrete practical form. This company 
indertook to do it. Its president today 
is hailed as the patron saint of the lo- 
cal agents. Wherever he goes, homage 





s paid t His company has been 
ible to se a number of new agents 
and a lot isiness trom other agents 

cause a constructive form of ad- 


vertising 
Sales Resistance Is 
Broken by Advertising 





It is not so easy to get the right kind 
nsurance agents especially in the 
smaller cities and towns. When a field 
I r agency representative goes to a 
town to make a change in representa- 
t to secure representation, it is of 
é se value t ‘ ig . 
t t | l ‘ wit $ 
‘ " ki s et ga it it, can 
i i ? on re, . * . 

sist ce S ~ : iv 
( é dow € se of the in- 
s ‘ irnal a sing His com- 
$ ea ace for itself in the 

5 the surance f r readers 

L he | es ed this 
es it $s cOn- 
é \ é e best known, whose 
S ss s more substan- 
: +1 ¢ } Ave } er 1! . vy ake the 
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Will Give the Farmers New Heart 


THE advance in prices of corn and 
wheat has given the farmers a new 
heart. They may come into their own. 


The farmer has been occupying a singu- 
lar position. In the deflation process he 
suffered more than any other class. The 
bottom fell out of the agricultural mar- 


ket. Prices that could be gotten for 
farm products sank to the minimum. 
The farmer, however, was compelled to 


pay high prices for what he purchased. 


The entire country would be pleased to 
see the farmers put in a prosperous posi- 
tion. The fact that the prices on some 
farm products have taken a turn up- 
wards will help the farmers meet their 
obligations and will encourage them in 
their work. If the farmers become more 
prosperous, interests dependent 
on the agricultural sections will prosper 
insurance business 


many 


them, and the 


will participate. 


with 


especially 


The Average Man 


In a recent editorial, comment was 
made on some remarks on the Phila- 
delphia Sales Congress by L. A. Cerr, 
manager of the Mutua Benerit LIFE 
at New York City, who declared that he 
prepared his program for insurance for 
the “average man,” that is the men 
who earn from $5,000 to $15,000 a year. 
Some of the sales congress people were 
surprised at Mr. Cerr’s estimate of the 
man because 
coming in 


average 
not 


earnings of the 
the usual life agent is 
contact very frequently with men earn- 
ing that sum. Mr. Cerr’s figures how- 
ever, are based on the character of busi- 
ness done in his agency. 

In this connection some figures com- 
piled by the research department of the 
Puoenix Mutvat Lire were presented. 
It was stated that the figures were based 
made by its agents and 
Bureau and also on 
the 
the 


on estimates 
the Retam Crepit 
business received from members of 
Quarter Miiiion Doirar Crus of 
Proenix Murtvat. 


These figures showed that 48 percent 
of those who bought insurance had 


incomes of between $1,000 and $2,000 a 


year; and 39 percent were under $1,000 
a year. Gexteuve V. Cope, manager of 
the sales research division of the 


PuHoentx Mutvar Lire makes this com- 
ment on THe NATIONAL UNbeRwriter’s 
editorial 

“The figures 


records of our 


which you quote are not 


from the QUARTER 


Mittion Cius members but from a re- 
distribution of income of 
earners. I used this dis- 
100,000 wage earners to 
Quarter MILLIon CLuB 
members on the average made more 
sales to incomes of $1,000 to $2,000 than 
for instance of $25,000 and 
incomes exist in much 
While only 2.3 
wage earners receive 
QUARTER MILLION 
percent of 
incomes of 


port of the 
100,000 
tribution of 


wage 


show why our 


to incomes, 
over—the larger 
smaller proportion. 
percent of 100,000 
$5,000 and 
CLUB men are getting 27.3 
their from men of 
$5,000 and over; 38.8 percent of the total 
wage earners receive less than $1,000 in 
5 percent of the Q. M. C. 


over, our 


sales 


income—only 


clients come from this group; 47.7 
percent of wage earners receive from 
$1,000 to $2,000 incomes—only 26.3 


percent of the Q. M. C. clients are 
found in this group. This shows that 
concentrating on the larger in- 
a greater extent than they 
are concentrating on the 
smaller to a much less extent 
than they exist on the average. 

The thing which seems of importance 
to me is that the Quarter MILLION 
Citus member realizes that he cannot 
ignore the small incomes be- 
cause they cover a very large percentage 
ot the wage earning people and some are 
potentially the bigger buyers of the 
man of 


we are 
comes to 
exist and 
inconres 


men of 


future The moderate income 


is too valuable to be 


neglected. 


Classification of Prospects 


Too many life insurance agents go 


about their soliciting in a haphazard 
, 
way They to classify their pro 
pects rding to the individual need 
afic to yr ther a syste atic ma 
er for solicitatior The man who 
at tart uv ir ay not he able to or 
3 Dik may no ) apie ) or- 
anize } r ects logical man 
¥ J i MICs nal 
ner, but aiter he has once laid broad 
ioundation he should proceed to build 


an efficient ba- 


his business methods on 

s No agent can do efficient work 
ho discusses income insurance with 
one man and then leaps to inheritance 


Such men 
but 


increasing 


with the 


may be 


tax insurance next. 


tal gymnastics stimulating, 


they are not conducive to 
It does not pay 


this 


sales of life insurance 


to tax the mind too heavily in 


manner 


On June 10, C. W. “Pop” Brandon, 
president of the Columbus Mutual Life, 
and wife left New York harbor on the 
“Pittsburgh” bound for Europe. Upon 
leaving the home office, “Pop” was 
given a rousing send off and presented 
with a bundle of steamer letters writ- 
ten by the field force, officers and em- 
ployes, a portion to be opened daily on 
his voyage. 

This is Mr. Brandon's first long vaca- 
tion since starting to organize the Co- 
lumbus Mutual Life 18 years ago. The 
company has developed steadily and 
rapidly under his management until it 
now has $66,000,00@ of insurance in 
force and is producing new business at 
the rate of $3,000,000 a month. 

Letters received from Mr. Brandon 
mailed from Nice, tell of the wonderful 
time spent in Paris and the hamlets and 
villages of France. From the French 
Republic they will move on to Italy, 
Switzerland, Belgium, Holland and 
thence England, returning to America 
in time for the company’s big “Home 
Coming Convention” which will be held 
at Columbus, Ohio, Sept. 11-13. 


The “Success” magazine for July 
offers testimonial to Morgan B. Brain- 


ard, president of the Aetna Life and 
affiliated companies, in supporting his 
athletic activities. The interview brings 


out the recreation plans in the new build- 
ing and his belief as president that 
business men age more and more open 
air exercise. Dr. George E. Tucker, the 
company’s surgical director, is also 
shown in picture as reflecting further 
these policies of the Aetna companies. 


George Bredehoft, who moved from 
Columbus, O., to Toledo this week to 
become general agent for the Connecti- 
cut General, was presented with a foun- 
tain pen by members of the Columbus 
Life Underwriters Club, who also ten- 
dered him a farewell dinner. Bredehoft 
was secretary of the state association of 
life underwriters and this work has been 
taken over temporarily by M. D. Don- 
ham of Columbus. 


W. Stanley Smith, mentees commis- 


sioner of Wisconsin, will not be able to 
attend the meeting of the Insurance 
Commissioners Convention in Seattle 


Smith states that he is 
important matters to 


next week. Mr. 
too busy with 
make the trip. 

A. H. Hammond, who has been — 
the Cotton States Life only since May 
has made a remarkable record of 180 fh 
plications in one month at Nashville, 
Tenn. Mr. Hammond was formerly with 
the Travelers and has been in the in- 
surance business for the past six years, 
previous to which he was a bank teller. 
He is a Nashville boy, having spent 
most of his life in that city. This record 
places him in the class of world leaders. 

Another leader is A. Brooks Worthy, 
of the Troy. Ala.. agency of the Volun- 
teer Life, who, during 27 days in June, 
submitted 186 applications on as many 
lives for a total of $242.24¢. Mr. Worthy 
is a comparatively new man in the life 
insurance, having entered the service of 
the Volunteer Life just four months 
ago, and is only 28 years old. 


Harry A. Hopf, of H. A. 
Management engineers of 
City, is in Prague, 
a delegate to the first 
Management Congress. In 
the American Society of 
Engineers Mr. Hopf in his attendance, 
represents the Taylor Society, the So- 
ciety of Industrial Engineers, the 
American Management Society and the 
National Society of Office Managers. 

The Congress has been organized by 
the government of Czecho-Slovakia at 
the instance of President Masarvk, and 
will not alone bring together many of 
the best engineering minds of the world, 


Hopf & Co., 
New York 


International 
addition to 


Czecho-Slovakia, as | 


Mechanical | 


but will also afford a unique opportunity 
to interpret to this, one of the most pro- 
gressive of the newly organized political 
entities, the best in current policies, 
practices and procedure with respect to 
American management and administra- 
tion. 

Mr. Hopf takes with him for this 
conference, a most unique. exhibit 
prominence in which is given to the 
new home office buildings, as well as 
charts of management and procedure of 
several of the well-known American life 
insurance companies, including those of 
of the Northwestern National Life, 
Phoenix Mutual, Jefferson Standard, At- 
lantic Life, Detroit Life and the Lincoln 
National. 


Col. George D. Edmondson, leading 
individual producer for the Philadelphia 
Life and the first agent employed by 
that company, died suddenly of appen- 
dicitis, July 21, at the age of 71. He 
was a blacksmith in youth, when a life 
underwriter induced him to enter the 
insurance business. His rugged phy- 
sique and blunt honesty won him many 
friends at his home in Danville, Pa., and 
in the 14 counties which he managed 
for the Philadelphia Life. His 70th 
birthday was marked by a testimonial 
luncheon at the home office. Col Ed- 
mondson leaves two sons, both success- 


ful life underwriters, who inherit his 
business. He was one of the Pennsyl- 
vania state leaders of the Democratic 
party. 


Charles F. Williams, vice president 
and general counsel of the Western & 


Southern Life sailed on July 9 from 
New York and landed at Cherbourg 
July 15. He went directly to Paris 


where he joined his brother, President 
W. J. Williams of the Western & South- 


ern. After a week or ten days of trips 
to various points in France with Paris 
as a center, C. F. Williams expects 


to attend the meeting of the American 
Bar Association in England. After a 
short visit there, he will return to his 
office at Cincinnati. 


Leo E. Thieman, who is on the staff 
of the “Insurance Field” in Chicago and 
is associate editor of the “Insurance 
Post,” is joining the Casualty Informa- 
tion Clearing House of Chicago, to suc- 
ceed H. H. Parmenter, who becomes 
Chicago manager of the Northwestern 
Casualty & Surety. Mr. Thieman was 


formerly a reporter for the Louisville 
“Herald” before going with the “Insur- 
ance Field.” 

Francis R. Stoddard, Jr., who was 


New York superintendent of 
insurance, has now settled down to the 
practice of law in New York City. He 
has returned from a brief vacation. Mr 
Stoddard is associated with Greene & 
Hurd, 43 Exchange Place, and will 
specialize on insurance law. 
J. O. Karstrom, who was 
secretary and manager of the American 
Bankers of Chicago until it was taken 
over by the Cloverleaf Life & Casualty 
people spent a number of weeks at 
Sea Breeze, Fla. On his return to 
Chicago he has been acting as a broker, 
but in due season undoubtedly will get 
hack into the home office ranks. Mr. 
Karstrom is a young man of ability and 
experience. He has done actuarial work 
and is a general administrative officer. 
M. L. Hoyt, Jr., Chicago, a 
of the Indian Hill Gold Club, 


formerly 


formerly 


member 
won the 


| golf championship of the Northwestern 


Life at the annual tournament 
connection with the annual 
Association of Agents 


Mutual 
staged in 
convention of the 


of the company. Mr. Hoyt turned in a 
low gross card of 36-41—for a 77. I 
D. McWethy, Aurora, Ill, was run 
ner-up with a score of 83. The low 
net prize was won by K. W. Pickell of 
Detroit, who shot a 90-20—70. Ros- 
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well H. Pickford, Milwaukee, came in 
with a 92-22—70, but Pickell was 
awarded the prize because he had the 
lowest handicap. In the special contest 
for men over 50 years of age, J. R. Bond 
of Detroit came in first with a 93-8—85. 


William J. Monson, superintendent of 
agents of the American Bankers of 
Chicago, who formerly held a similar 
position with the Farmers National, died 
this week. 
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WILLIAM T. GAGE TO RETIRE 





Milton L. Woodward Becomes the Gen- 
eral Agent of the Northwestern 
Mutual Life at Detroit 





William T. Gage, who for more than 
35 years has been general agent of the 
Northwestern Mutual Life in Detroit 
has resigned and is succeeded by Milton 
L. Woodward, who has been connected 
with the agency for 12 years. Mr. Gage 
desired to retire from the active duties 
of life. His agency now ranks fourth 
among all the general agencies of the 
company. Mr. Woodward is a man 
who can be depended on to carry the 
Northwestern banner ahead. 

Mr. Woodward is one of the leading 
producers in the Detroit agency, having 
written $11,000,000 in the last nine vears 
He attended college at the University ot 
Michigan and then the University of 
Wisconsin. He was formerly an adver- 
tising man and a sales manager. He is 
president of the Detroit Life Under- 
writers Association and vice-president 
ot the Northwestern Mutual Agents 
\ssociation. 


NEW TOLEDO GENERAL AGENT 





George A. Bredehoft to Combine Four 
General Agencies of Connecticut 
General in One Office 





Richard R. Stamp, Toledo, D. A. 
Leonard, Toledo, C. R. Weaver, Defi- 
ance, and S. L. Ghaster, Fostoria hav- 
ing resigned as general agents of the 
Connecticut General Life to devote their 
time to personal production, George A. 
Bredehott of the Lewis & Garvin 
Agency of Columbus has been made 
general agent at Toledo, combining the 
four offices, effective Aug. 1. The send- 
ing of Mr. Bredehoft to Toledo is in 
keeping with the company’s policy of 
territorial adjustment and agency devel- 
opment Mr. Bredehoft will have his 
ottices in the Second National Bank 
building, Toledo. 

Mr. Bredehoit has been connected 
with the Lewis-Garvin Agency since 
his graduation from Ohio State Univer- 
sity in 1914 and has been eminently suc- 
cessful in his work. He took a course 
in imsurance while at the university. 
For three years he has been secretary of 
the state association of life underwriters. 
This work will be taken over by M. D. 
Donham of Columbus, who will serve 
until the association’s meeting in 
November. 





NEW APPOINTMENTS MADE 


Minnesota Mutual Life Announces Gen- 
eral Agents That Have Recently 
Gone With the Company 


The Minnesota Mutual Life announces 
ippointment of Jack Wilson as gen 
eral agent at Houston, Texas Mr. Wil 
son was formerly a Union Central man 
and during the 15 days his contract was 
torece in June, he led the entire freld 
ot the company in personal pro 
ction 
\nother appointee was Tom Hether 
ington, general agent at San Antonio, 
Texas. Mr. Hetherington was formerly 
with the Union Central and has a record 
rroximately $500,000 paid tor busi 


+} 


ness during each of the last three vears. 
He took second place among the com- 
pany’s personal producers for June. 

Frank P. Walker has been appointed 
general agent at Omaha, Neb. Mr. 
Walker has had 13 years of selling ex- 
perience and was formerly with the 
Bankers Life. 

H. W. Ellis is the new general agent 
at Bloomington, Ill. He has had several 
years of insurance experience and is a 
splendid personal producer 

The Minnesota Mutual announces the 
appointment of Andrew A. Bator as 


agency supervisor at Aberdeen, Wash. 


Elmer D. Hinkle has been appointed 
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general agent at Lexington, Ky. He 
has been’ superintendent of public 
schools at Glendale and other points for 
several years and has a good business 
training. 

The Minnesota Mutual has appointed 
Havens & Tzitlonok as general agts. 
at South Bend, Ind. Both men are 
college graduates and are possessed ot 
insurance experience. 





A. Ferguson 


John M. Sarver, president of the Ohio 
State Life of Columbus, announces 
that A. Ferguson of Dallas, Tex., has 





been appointed a general agent for the 
company. He has had 11 years’ expe- 
rience as a superintendent in Texas and 
brings with him to the Ohio State Life 
an agency force of 12 men. He succeeds 
Monte Gordon, who has moved to 
Greenville, Tex., and will devote all his 
time to personal production. 

Edward J. Redding, who is clerk of 
the court of appeals at El Paso, has 
also been appointed a general agent of 
the company and will develop his agency 
along with his work in the court. 
Adolph J. Gedda has been appointed a 
district agent at Bessemer, Mich. The 
Ohio State Life has just brought to a 
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CERTAINTIES 


DEATH AND TAXES! 


a According to the proverb, these are the great certainties of civilized life. And we 
nd it so. 

The total ordinary receipts of the United States Government for the fiscal year 1923 
were $4,000,000,000—or over $36 per capita. Practically all from taxes! Who paid this? 
Perhaps you think you didn't. 


TAXES ARE A CERTAINTY! 


The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per 
capita. Practically all from taxes! Who paid that? Perhaps you think you didn't. 

Municipal taxes exceed the State taxes, for those who live in cities, many times over. 
The taxpayers of Greater New York pay over twenty times as much in city taxes as they 
do in State taxes. 

The report of the Federal Trade Commission says the total amount of taxes paid for 
federal, state and local purposes in 1922 was over $7,750,000,000. 

Don't think you escape because you directly pay no real estate tax and no income tax. 
“The consumer pays the tax,” in the cost of what he consumes—rent, food, clothing, 
transportation, recreation. 

The man who actually pays the taxes passes a part or all of them on to the consumer. 
He must—because his goods and his service cost him more. All the great corporations pay 
large amounts in taxes—and taxes make the cost of their products higher to the consumer. 
The railroads pay more in taxes than they pay in dividends to stockholders. 

This Company has within five years paid over $19,000,000 in taxes, excluding taxes 
on real estate. All of this $19,000,000 would otherwise have been used to reduce the cost 
of insurance. In other words, the Company passed the taxes on to the consumer, on to 
its policyholders. It had to. 

This happens constantly in every business, and yet many people think they escape 
taxation because they make no tax returns. 

We all pay taxes while we live, and our estates or our families or our friends pay them 
for us when we die. 

If, for example, you die possessed of railroad stocks, they may be taxed by each state 
where the railroad is incorporated, by the state where you resided and by the state where 
the certificate was located at the time of your death. It has happened that inheritance taxes 
exceed the entire value of an estate. 

Yes, taxes are certainties! And they often bulk large; too large! 


DEATH IS A CERTAINTY! 


Death has a long record. He appears in the first chapter of the story of mankind. For 
centuries Death seemed capricious—subject to no law—and he is so still, so far as the indi- 
vidual is concerned; but, with men in the Mass, Death has a well discerned law of action. 

Of ten thousand men in good health, some will die the first year and some in every 
year thereafter till all are dead; but who will die soon and who will live long is the great 
mystery. 

During the first three months of 1924 the New York Life Insurance Company paid 
2,739 death claims. Of these policyholders, 126 died in the first year of insurance, 136 in 
the second year, 463 between three and five years after insuring, 494 between five and ten 
years after insuring, 707 between ten and twenty years after insuring, and 813 after twenty 
years of insurance. Twenty years ago no one knew which of these 2,739 people would die 
first. 

That uncertain but sure event lies at the very heart of the practical problem of living: 
it made life insurance necessary. 

Between these certainties—Taxes and Death—what should a prudent man do? 

He must himself meet the first certainty: Taxes. He will pay taxes while living even 
though he doesn't know it. 

But the taxes that literally spring at his dependents when he dies he cannot meet per- 
sonally. He can provide for them, however, through life insurance. 

He can do more! He can at once create an estate and protect it. 

Ask any New York Life man! He will tell you all about it 





NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, Presiden: 
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This is No. 8 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 

















Michigan Mutual Life Building 


Satisfactory Policies 


The agent who sells a Michigan Mutual Life Policy, 
regardless of its form, knows that he is selling a 
satisfactory policy. He knows that he is giving his 
clients the best service obtainable at the lowest cost 
consistent with sound business management. 


He further knows that the solid strength of the 
Michigan Mutual is back of him, and that the as- 
surance of service which he makes to his clients 
will be carried out to the fullest extent by his com- 
pany. Sucha knowledge is invaluable. It is worth 
seeking. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 














The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
2 Mercantile Bank Bidg. 
Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 
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a campaign in which it has been 
$1,750,000 ot new 


close 
added approximately 
business. 





E. J. Morgan 


E. J. Morgan, formerly connected 
with Mutual Life of New York in South 


Dakota territory, has been appointed 
superintendent of agents in the Mil- 
waukee agency, according to Bruce 
Whitney, general agent and _ branch 


Mr. Morgan succeeds Harvey 
who recently left the Whitney 
agency to take up work in other insur- 
ance lines. The new superintendent of 
agents for Mutual Life in Wisconsin has 
had a great deal of experience in the 


manager. 
Ingham, 


work he will handle at the Wisconsin 
agency, according to Mr. Whitney, and 
is well qualified for the position. Mr. 


Morgan has already arrived in Milwau- 
kee and has taken up his new work. 


James C. McKinley 


James C. McKinley is appointed man- 
ager at Omaha for the Des Moines Life 
& Annuity. The company has just en- 
tered Missouri. 


D. J. Whalen 


D. J. Whalen, formerly superintendent 
of agents for the Pennsylvania Mutual 
Life of eae wr em has resigned to 
become Philadelphia manager of the 
Mohan Agency representing the Eureka- 
Maryland Assurance with offices at 1125 
Lincoln Bldg., Philadelphia. 








Ben. H. Eyerly 


The Central Life of Iowa announces 
the appointment of Ben. H. Eyerly who 
was formerly with the Security Mutual 
Life. Mr. Eyerly will have charge of a 
general agency surrounding Gardner, 
Kans. 


C. T. Woods 


C. T. Woods of Houston, Tex., has 
been appointed general agent of the 
Houston territory by the Central Life 
of Iowa. Mr. Woods comes from a 
well-known Texas family of lawyers 


M. Ehlrich 


M. Ehlrich of Cedar Rapids, la., has 
moved to Sioux City and has opened a 
general agency of the Guaranty Life 
of Davenport. The new company will 
be located in the Davidson building. 


J. W. Stevens 


J. Warren Stevens has been appointed 
district manager for the Lincoln Na- 
tional Life of Indiana at Lincoln, Nebr. 
Mr. Stevens has been in the insurance 
business at Marshalltown, la. He will 
now have charge of the territory in 
about half of Nebraska and will open 
offices in the First National Bank build- 
ing in Linceln. 








W. H. Kerr 


W. H. Kerr has been appointed man- 
ager of the ordinary department of the 
American National at New Orleans, 


succeeding T. A. Kercheval. The ap- 
pointment was made by W. J. Barr, 
assistant manager of the agency de- 


partment who visited the Crescent City 
recently 


S. Lee Weinberg 


The International Life of St. Louis 
has received its license to write business 
in Maryland S. Lee Weinberg has 
been named manager for that state. He 


has an excellent record for personal 


production and agency organization. 
During the first week some $50,000 in 
applications were received from the 
new Maryland territory 
Thomas P. Woodson 

Thomas P. Woodson has been ap- 
pointed yveneral agent in central Indi- 
ana for the Columbian National Life 
which has opened an office in the Meyer 
Kiser Bank building in Indianapolis, 
Mr. Woodson has been connected with 


the Indianapolis office of the Travelers 
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for the last six years, being one of the 


largest individual producers in the 
agency. 

Associated with Mr. Woodson will 
be Norval H. Williams, who has been 


state manager for the Oakland division 


of the General Motors Corporation. 
Miss Adah E. Bush will have charge of 
the women’s department of the agency, 


and will place a woman representative 


in 30 Indiana counties. 





Elconan H. Saulson 


The Philadelphia Life announces the 
appointment of Elconan H. Saulson, of 
Detroit, as supervisor for Michigan. 





H. J. Kirschstein 


The Midwest Life of Lincoln, Neb., 
has been licensed in California. Harry 

Kirschstein of Los Angeles will act 
as general agent for the company. 





J. W. Oliver 
John W. Oliver has been appointed 
agency manager for the Bankers’ Life 


ot Iowa with headquarters at Philadel- 
phia, Pa. Until recently Mr. Oliver had 
been one of the leading life insurance 
men in Kansas City, Mo., and has made 
a fine record as salesman and agency 
manager. A. H. Gibson succeeds R. H. 
Pentz as agency manager at Fort Worth, 
Tex. Mr. Gibson has made a success 
as a salesman in the Cherry & Cherry 
Agency at San Antonio. 





Lynn S. Broaddus 


The Central Life of Des Moines, Ia,, 
has opened an agency at 631 K. of P. 
building i in Indianapolis. Lynn S. Broad- 





dus is appointed general agent. He 
formerly was general agent for the 
company at Peoria, Ill. At one time 
he was connected with the Northwest- 
ern Mutual Life. Associate with Mr. 
3roaddus in the local agency will be 
Patrick F. Harrity and William R. 
Gavin. 
W. M. Livengood 
W. M. Livengood of the Joseph F. 


Grant general agency for the Penn Mu- 





tual Life in Seattle, Wash., has been 
promoted to assistant general agent. 
Livengood joined the Grant agency a 
vear and a half ago. He will have 
charge of agency organizing. 
Otho Thomas 
The Aetna Life has appointed Otho 


Thomas to handle the state of Louisiana, 
with headquarters at New Orleans, for 
the life department. He has been in 
the field for 13 years. 


Alfred Palm Jr. 


Saltzstein, general agent for Wis- 
consin and Northern Michigan territory 
of New England Mutual Life, announces 
the appointment of Alfred Palm, Jr., as 
agent in the Milwaukee office of the 
company Mr. Palm has had several 
years of business experience in Mil- 
waukee and has a large personal follow- 
ing. For the past few years he has 
acted as manager of the sales promotion 
department, Milwaukee branch of the 
Goodyear Rubber Co His duties at the 
Saltzstein agency commenced on July 15. 





A. L. 


J. Pocquette 

associated with 
agency of 
for many 


Franklin J. Pocquette, 
the Milwaukee and Wisconsin 
Metropolitan Life in Milwaukee 


years has joined the H. M, Picard agency 
in Peshtigo, Wis He will act as mana 
wer of the life department of the Picard 
ugency. 


Life Agency Notes 


William A. Carter, 
the Penn Mutual Life 


akency manager of 
at Salt Lake City 


has appointed Rulon M. Owen agency 
supervisor and Z Henry Jacobs district 
agent Thelr headquarters will be in 
the Boston bullding 
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EASTERN STATES ACTIVITIES 








HOLD AGENCY CONVENTION 


Standard Life of Pittsburgh Men and 
Home Office People Present at 
the Gathering 





The Standard 
its agency 
Springfield, P% 

‘ 


Life of Pittsburgh held 
meeting last North 


present 


week at 

> were 

and 
attendance 


"ome 6 


comprising ge ndeah agents leaders 
The home office people in 
were President J. C. Hill, J. D. Van 
Scoten, vice-president and 
ent of agencies, A. E. Layman, 
Frank Fulenweider, special representa- 


tive, accident and health department and 


¢ 
superintend- 


actuary, 


Fred V. Shipp and H. L. Raymond, 
directors. 
The principal speaker was E. O. 


Mowrer, Akron, O., general agent oi 
the Midland Mutual Life. Mr. Mowrer 
addressed the convention on “Creating 
an Estate.” The meeting was combined 
with an outing. Pledges were made by 
the agents for the remainder of the year. 
The company reports an increase of 95 
percent for the first six months as com- 
pared with the same period last year. 


Judge Conn’s Announcement 
COLUMBUS, OHIO, July 23.—Su- 


preme Judge H. L. Conn, former state 
superintendent of insurance, announced 
today he would seek the short term as 


judge of the Ohio Supreme Court. His 
name will have to go on the ballot by 
petition. He was recently appointed to 


the bench to fill a vacancy 


Rules an Life Company Refunds 


HARTFORD, CONN., July 22.—Attor- 
ney-General Healy has advised Commis- 


sioner Howard P. Dunham, in a requested 
opinion, that under the reciprocity law 
with New York, New York life companies 
are entitled only to such refund of taxes 
already paid to the state, as Connecticut 
companies handle the claim under New 


York law. This case involves some 
large payments made by the New York 
Life, Metropolitan, Mutual of New York, 


and other companies, paid under protest 
when the question was raised of the tax 
on “Unearned premiums returned on can- 
ecellation of policy.” Such reductions 


LAST OUTING OF THE AGENTS 
Midland Mutual Club Will Discontinue 
Distant Meetings After the Con- 
vention at Lake Muskoka 





Oh are having 
t Tendern Island, 
ta », | ida Ab 
eithe rail « 
remain from July 2 
hotel is located on i l, and bo 
in yvathir fishing, golf l tennis wi vill 
occupy) the time of the embers of the 


party and their wives 

G. W. Steinman, secretary; J Charles 
Rietz, actuary, and J. A. Hawkins, man- 
ager of agencies will go trom the home 


office. C. B 
president o 


Cleveland is 
lub by virtue 
argest volume 


Aldridge of 
f the Leader 
of having paid for the 
during the club year 
Chis will be the last outir g take 
the Leader Club of the Mic land Mutual 
tor sometime at least, as the company 
has decided to discontinue this expense 


) 
( 
1 
i 


in the interest of lower net cost insur 
ance, 
Plico Clubs Meet 
A. M. Hopkins, manager of agencies 
of the Philadelphia Life represented the 
home office at the annual convention 
of the North and South Carolina Plico 


Club, which was held Julv 15-16 at 
Chimney Rock, N. C. The affair was a 
combination of congress and 
picnic. 


sales 


Maryland Guard Takes Policy 


BALTIMORE, MD., July 21 An agree- 
ment has been drawn up between officers 
of the Maryland National Guard and the 
Metropolitan Life by which guardsmen 
may take out life insurance policies at 
special reduced rates under the group 
insurance plan The first policies will 
be issued at the innual encampment 
which will start Aug at 
Beach About 3,000 men are 
The amount of insurance a gu: 


may take 
officer 
sioned off 


out is limited A comr 
may take $5,000, a non 
icer $3,000 and a private 

















are allowed under the New York law and : a 

refunds have been made on that basis Washington Is Entered 

but the law requires that applications The National Underwriter recently 

for refund must be made within one we ee inane te ‘yr ee 

year from the time the original account a legge an rene” une es - — 

was audited and stated. Under the reci- Falls, Mont., ad been authorized tk 

procity law, Connecticut follows this do business in Wisconsin Chis was at 

action in the case of New York com- error as Washington was the state 

panies. which the company entered 

| IN THE MISSISSIPPI VALLEY 

WILL NOT HOLD CONVENTION be away Hence the company will pay 
a certain amount ot money » Cac ma 


North American Life of Chicago Calls 
Off Agency Gathering at Request 
of Representatives 


The North American Life ot Chicago 
has decided to abandon the plan holdu 
an agency convention at Estes Park 
Colo., as originally planned This was 
done at the request of the managers, all 


of whom voted not to have the conven 
ut one Chen it was put up to the 
members of the $100,000 Club and the 
$200,000 Club and all voted m tavor 
ur Che sentiment preva ed that t 
to Estes Park would mean a n 
the field practically The seas 
been uncertain and in the « 
ricts business } b en ha dl t 
vccount of the = financial tu 
ne the farmers Now that t 
looking up, both the managers and 
felt that they should be on the 
und, beating the brush for business 


vas felt that this was a bad time t 


in heu of the trip 


SEEK LICENSE PENDING SUIT 


Union National Plans to Bring Man- 
damus Proceedings Over Stock- 
Policy Issue 





TOPEKA, KANS., July 22.—Inquit 
ics ] ive been 1 ack | the Kansas nl 
surance department as to whether 
’ t ’ ww satel < < . 
thority t the (1 N il I ¢ ( 
Kansas City Kans na ; + ¢ 
write life imsurance while the rest 
of stock sales with I cies 18 be ne i 
termined by the « 
has submitted its s 
securith > with the | 1’ rtment at l dle 
manded a certificat f authoritv. Wi 
liam R. Baker, superintet t of insur 
ince, has retused to issue t! 
because of the plan of the company to 
sell stock with policies 
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a growing Co 


none. 


If interested i 


F. H. UEHLING, President 


DR. C. E. 


Commercial Life Insurance Co. 


E HEART OF AMERICA 


s City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 


mpany. 


Our policy contracts are second to 


n some good Missouri 


territory, write us. 


OFFICERS 
W. K. BRAMWELL, Vice-President 


WILMER LYONS, Secretary-Treasurer 


TOLLE, Medical Director 


Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 
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Attractive opportunitics o 


Kentucky, West Virginia, 


W. J. WILLIAMS, President 











Over 14 Million Policies Now Im Force 


Only four other life insurance com pames 
in America have more policy coatracts ia 
The following 
figures show its remarkable growth ia the 


force than this company. 


last ten years: 


Jan. 1, 1984 Jam 1, 1904 
a $7842 § 115271 
Policies in F orce. $03,302 LSSae0s 
lesurance io Force 73,455,496 351,349,583 


ad to competent agents in Ohio, Indiana, 
nsylvania, Michigan, Illinois, Miseceri. 


The Western and Southern Life Insurance Co. 


CINCINNATI, OHIO 

















A Company with Friends Everywhere 


The agent who is sel 


ling insurance in this Company, which 


for seventy-three years has been rendering umexcelled service, 


does not work alone. 


Wherever he may be, he finds enthusiastic 


friends ready to help him by testifying that there is no better 


company 


in the land than the old Massachusetts Mutual 


Its 


enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 


worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 18S! 
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Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘“‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a half 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. GROSS, President 

















We issue all 
standard forms of 
Life Insurance 
Policies. Every 

Co Pp policy goctentes oz 
eposit u 
nsurance Company PsrrRt.c% Nn 


the State of Iowa. 





OF DES MOINES, IOWA 











SAFE AS A GOVERNMENT BOND’ 





Openings Obie, Ind., Ky., Mich., W. Va. Tex. and Okla. Write Columbas 











Capital $200,000 








HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Moraissetr, Vice-Pres. 


DAYTON, OHIO 




















The company officials have announced 
their intention of bringing an applica- 
tion for a writ of mandamus to compel 
the department to issue the certificate. 


| But it will take several months to get 


a final decree in a suit of this kind and 
the company is ready to begin writing 
business. It is understood that the de- 


| partment is willing to issue the certifi- 


cate of authority to the company to 
write insurance with an_ expressed 
agreement that the agents would not 


| undertake the sales of stock in connec- 


tion with the life insurance until after 
the supreme court had submitted its de- 
cision as to the right of the department 
to refuse to permit the sales of stock 
in connection with life insurance poli- 
cies. 


Allen Leaves Federation 


Captain Royal N. Allen, who for the 
past year has acted as the executive 
secretary of the Insurance Federation of 
Illinois has resigned as of July 21, to en- 
gage in organization work in conjunc 
tion with the American Automobile 
Association. Capt. Allen has been espe- 


cially active in organization work 
throughout the state, having aroused a 
real interest in the work of the Feder- 


ation in every district in Illinois. While 
he has been tn office, the membership of 
the Federation has increased greatly 


July 24, 1924 


Charles H. Burras, manager of the Chi- 
cago office of the National Surety and 
president of the Federation, has not as 
yet named a successor. 

There was a meeting of the board of 
directors of the Federation this week, 
presided over by President Charles H 
Burras. It was decided to have Mary L. 
Fletcher, who is aitached to the National 
Federation and has been doing some spe- 
cial work in Wisconsin for some time, to 
take charge of the Illinois office until a 
permanent secretary can be secured. 


Hold State Agency Convention 


C. L. Ayres, president, and A. P 
Trosper, vice-president of the American 
Life, attended the South Dakota state 
convention of the company’s field forces, 
July 16-17 at Sioux Falls. Other men in 
the organization besides the field agents 
over the state attended the convention 
P. J. Crandall is state manager of the 
American Life. 


Wisconsin Agents Meet 

STURGEON BAY, WIS., July 22.— 
Samuel O. Buckner of Milwaukee, state 
agency inspector for New York Life, was 
guest of honor at a gathering of New 
York Life representatives held at the 
Country Club here. The party motored 
to Sturgeon Bay from Green Bay, Wis.., 
which Mr. Buckner had visited on a tour 
of inspection 
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FIELD SCHOOLS IN TENNESSEE 


Ohio National Life Conducted Training 
Course at Its General Agencies 
at Nashville and Memphis 


Beginning with this year, the Ohio 
National Life inaugurated the policy of 
holding three day regional courses for 
the education of new field men. Believ- 
ing that thorough knowledge of the 
business is the first essential of all 
salesmen, the Ohio National requires 
each new man to take a salesmanship 
course which the company pays for. In 
addition, W. F. McAllister, agency man- 
ager, visits each agency and conducts 
the intensive course mentioned above. 

Two such courses were given during 
the past week, the first in Memphis 
where T. D. Samuels is manager on 
Tuly 14, 16 Ten men _ participated 
The course covered life insurance sales- 
manship, the needs of a prospect, and 
fitting the insurance to those needs. A 
part of the work consisted of solicita- 
tion, after which the men again gath- 
ered together and discussed their ex- 
periences, giving especial attention to 
the proper handling of objections. 

A special two hour campaign for new 
business was a feature. In that short 
space of time, with six men participat- 
ing, $53,900 of new business was pro- 
duced 

On July 17, 19, a similar meeting was 
conducted at the Nashville agency under 
the direction of W. A. and J. R. Harner 
Jr. Here again a two hour campaign 
was tried out with a resultant produc- 
tion of $32,000 in which five men par- 
ticipated 


McAlister Agency Convention 


The agency convention of the Pilot 
Life of Greensboro, N. C., was held in 
Philadelphia. about 200 being present 
The convention was held jointly with the 
seventh annual convention of the Me- 
Alister, Vaughn & Stales Agency Club 
of Greensboro. This agency is the man- 
ager of the Pilot Fire. George Washing- 
ton Fire, Greensboro Fire and McAlister 
Underwriters, all of Greensboro The 
Pilot Life is under the same manage 
ment. A. W. McAlister, who is president 
of all five of the companies, gave the 
opening address Talks were made by 
department heads, fleld men and agents 
Franklin W. Fort, United States mana- 
ger of the Baltica and manager of the 
Fagle Fire of Newark, delivered an ad- 
dress on Thursday on “A Message of 
Confidence.” 


ALAMO LIFE IS ORGANIZED 


Dowdell Heads New San Antonio Com- 
pany Whicn Has Been Chartered 
By Texas Department 


AUSTIN, TEX., July 21.—The AI- 
amo Life of San Antonio, with capital 
stock of $100,000 and surplus of $100,000 
all paid in, has been granted a charter 
by Texas department of insurance. It 
will write life, health and accident in- 
surance. 

Graham Dowdell is president and 
officers associated with x are Kenneth 
Winer, vice-president; F. W. Rothstein, 
vice-president; Ernest L. Brown, treas- 
urer; Marlin Oats, secretary and actu- 
ary; Thomas R. Lentz, associate treas- 
urer and J. L. Fitzgibbon, salesmanager. 


American Mutual Organized 

A new company has been organized 
at Greensboro, N. C., under the name of 
the American Mutual Insurance Com- 
panies. The officers are: President and 
general manager, A. L. Woods; vice- 
president and actuary, F. E. Cann; sec- 
retary and treasurer B. Woody; gen- 
eral counsel, A. C. Davis The officers 
and A. P. Foust, W. S. Dickson and 
Charles A, Bank, Jr., comprise the di- 
rectorate. All of the officers and direc- 
tors are experienced insurance men, most 
of them being connected at present with 
other local insurance companies. The 
eg will be conducted on an old line 
yasis. 








Big Delegation for Lamar Rally 


Two special Pullmans were required 
to carry members of the $100,000 Club 
of the Lamar Life of Jackson, Miss., to 
Los Angeles, where the club met just 
prior to the annual convention of the 
National Association of Life Underwrit- 
ers 

C. W. Welty, vice-president and gen- 
eral manager, headed the party 

New Company at Rome, Ga. 

The Phoenix Life of Rome, Ga., has 
made application for a charter with capi- 
tal $100,000 and authorized capital 
$500,000 





Big Oklahoma Delegation 


\ special car will leave Oklahoma 
City, Aug. 15, to convey the winners in 
the contest staged by the Equitable Life 
of New York to the company conven- 
tion in New York. The trip was offered 
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to all solicitors who wrote $250,000 or 
nore business during the year ending 

June, 1924. The highest record was 
nade by F. S. Goldstandt, with $800,- 
000 to his credit, and several wrote more 
than half a millon. 


Fraternal Seek Tax Removal 


NASHVILLE, TENN., July 22—A meet- 
ing of the Tennessee fraternal repre- 
sentatives met at Nashville last Thurs- 
day for the purpose of discussing meas- 
ures for the repeal of the 2% percent 
tax on the gross premiums of fraternal 
orders representing with an unusual 
large attendance Practically every 
fraternal order in the entire state was 
represented. A. G. Mathews of Memphis, 
Tenn., presided. 
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NORTHERN REPORTS BIG YEAR 











Delegates to Company’s’ Convention at 
Los Angeles Carry Stories 
of Record Sales 


SEATTLE, WASH., July 22.—Twen- 
ty-one members of the $100,000 club of 
the Northern Life sailed last week on 
the H. F. Alexander to attend the an- 
nual convention which will be held in 
Los Angeles this week. The company 
has made a splendid record in the first 
six months of this year, having re- 
ceived in applications more than $7,400,- 
000 up to July 1, D. B. Morgan, presi- 
dent of the company, who headed the 
party, declared. California alone sent 
in applications in excess of $2,690,000 
and the total from the state of Oregon 
and California was $3,500,000. Phe 
Northern Life has the distinction ot 
having written more business than any 
other outside company in its first two 
and one-half years after entering the 
state of California. 


Union Central Officials on Coast 


John D. Sage, president of the Union 
Central Life, and Charles Homeyer, 
superintendent of agencies, spent three 
days in San Francisco last week, as the 
guests of R. L. Stephenson, San Fran- 
cisco Manager. 


Grant on Coast Trip 


W. G. Grant, president of the Busi- 
ness Men’s Assurance, and E. J. Mon- 
tague, director of field service for the 
company, left the week of July 14, for 
Salt Lake City, Seattle and San Fran- 
cisco where they are holding sectional 
sales meetings with the field men. They 
will be gone until about Aug. 25. The 
company has branch offices at Salt Lake 
and at San Francisco and is entering 
Oregon. 


Sun May Open Coast Offices 


Harry O. Leach, superintendent ot 
agencies for the Sun Life of Canada is 
in the Pacific northwest where he ex- 
pects to establish offices in Portland, 
Ore., and Seattle, Wash, appointing 
managers in both cities. 


Had Big Convention Delegation 


San Francisco is well represented at 
the National Association of Life Under- 
writers Convention this week Over 
250 life insurance men and women 
having gone to Los Angeles for that 
purpose Many motor caravans were 
formed to make the trip—one of the 
largest being that of the Ben F. Shapro 
agency of Oakland, comprising over 80 


delegates. 


Massachusetts Mutual Rally 
SEATTLE, WASH., July 22.—Rep 
resentatives of the Massachusetts Mu 
|! Life held their regular mid-year 
ntion at the offices of Arthur H 
ss, general agent, about 20 mem- 
the agency attending from the 
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GIVE INTERESTING DECISONS 


Hold Double Indemnity Clause Includes 
Death From Falling Down 
Elevator Shaft 


NEW YORK, July 23.—Claim de- 
partment managers of personal accident 
writing companies are greatly interested 
in the action of Ladd against the Pre- 
ferred Accident, recently decided in a 
United States court in Michigan. Un- 
less the decision be reversed on appeal, 
it is highly probable that certain clauses 
in the average company contract will 
have to be redrawn. 

Stepped Into Shaft 


Ladd, a resident of Detroit, was 
killed some time ago as the result of a 
fall down the elevator shaft in the 
apartment building where he resided 
The elevator was of the self-service type, 
and Ladd, assuming that the car had 
reached the floor upon which he was 
waiting, stepped into the shaft and 
plunged headlong down three stories, 
being so severely injured that he died 
soon thereafter The estate sued the 
Preferred Accident, claiming double in- 
demnity benefits under its contract. The 
company demurred to this, asserting that 
it was liable only for single indemnity 
The court, however, maintained that the 
policy provided double indemnities for 
injuries suffered while within a passen- 
ger elevator, declaring that the “word 
‘within’ may fairly refer to the area 
within the shaft, and is not necessarily 
confined to the elevator car.” 

Drinking Contaminated Water Accident 


Company men are interested in the 
late decision of the Illinois supreme 
court*in the case of Anna Christ against 
the Pacific Mutual Life in which it was 
held that the drinking of contaminated 
water, from which the assured died, was 
an accident within the terms of the 
personal accident policy, and that the 
company was liable. While the amount 
involved in the action is less than $1,200, 
the principle at stake is of great import- 
ance to the underwriting fraternity, 
hence their desire that the defendant 
company appeal from the judgment and 
secure an oinion from the United States 
Supreme Court. 


ACCIDENT MORTALITY HIGHER 


Metropolitan Life Finds Increase of Fa- 
talities, Especially Automobile— 
Rate Double That of England 


\ study of the statistics of the Metro 
politan Life on the accident mortality of 
its 15,000,000 industrial policvholders 
shows that the death rate for 1923 was 
higher than for any vear since 1919 
Deaths from automobile accidents were 
far in excess of the number reported 
for any previous vear. The accident 
death rate in America is more than twice 
that of England and Wales 

More than seven percent of all the 
mortality during 1923 was due to acci- 
dents, and one accidental death in every 
four was due to the automobile. The 
highest accident death rate was rec- 
orded for Idaho, 115.5 per 100,000. Flor- 
ida was next with a rate of 110.5 per 
100,000, and Oklahoma with 91.6 per 
100,000 among white, and 100.3 for col- 
ored persons. The lowest rate was 
recorded for the Province of New 
Brunswick, Canada, 31.1 per 100,000. 

By Broad Divisions 


According to broad geographic di- 
visions, the Eastern Canadian Provinces 
have the lowest fatal accidental death 
rate, 43.3 per 100,000. The New Eng- 
land States were second, with a rate of 
52.5, which, however, was 21 percent 
higher than for the Eastern Provinces of 
Canada The Western Provinces of 
Canada have the third best record of 
54.4 per 100,000. The Mountain states 


Ts Company with the personal contract offers ex- 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 
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CENTRAL STATES LIFE 


INSURANCE COMPANY 
SAINT LOUIS 

















All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
epen in Illinois, Minnesota, South 
Daketa, Kansas, Missouri, Wyoming aad 
California 32 32 33 33 











A. MOORMAN & COMPANY 


ARCHITECTS ENGINEERS BUILDERS 


Financial and Insurance Buildings 
A Nation-wide Service 
Under Our Service: 
One organization is responsible for the entire opera- 
tion. 
The cost is determined before the final working plans 
are made. 
The construction period is usually about one-half the 
average time required. 
Finer workmanship is possible because of our special- 
ization upon monumental types of buildings. 


Sixth Floor, Chamber of Commerce Bldg. 
Saint Paul, Minnesota 
A pamphlet explaining the scope of owr service sent upon request. 
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SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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showed a rate of 84.3 per 100,000, the 
West South Central States, 73.7, East 
South Central, 68.8, Middle Atlantic 
States, 67, and the Pacific Coast 64. 
The Mountain States with a rate of 
84.3 show the highest fatal accident rate 
for any of the broad geographic divis- 
ions in the United States or Canada. 


CONVENTION IS ON THIS WEEK 





United States National Life & Casualty 
Has Its Men in at Agency 
Meeting This Week 





The annual agency convention of the 
United States National Life & Casualty 
will start Thursday morning of this 
week in Chicago. The special train 
from the east bearing representatives 
from that section will be met at Chi- 
cago by a band and home office people. 
They will be escorted to the home office 
in the National Life building and then 
taken to the Edgewater Beach hotel 
where the convention will be held dur- 
ing the last three days of the week. On 
Thursday evening Mr. and Mrs. Charles 
H. Boyer will entertain the entire com- 
pany and the office force consisting of 
some 400 people at their home, 702 Ju- 
mor Terrace, Chicago, which borders 
on Lake Michigan. In addition to the 











buffet supper, special entertainment fea- 
tures will be provided. On Friday eve- 
ning a banquet will be given at the 
Edgewater Beach hotel, President A. M. 
Johnson of the company acting as mas- 
ter of toasts. The chief speaker will be 
Governor J. A. O. Preus of Minnesota, 
whose speech will be broadcasted from 
the Edgewater Beach radio station. 


Eastern Men Not Excited 

NEW YORK, July 23—Accident under- 
writers of the east are not a whit ex- 
cited over the announced purpose of a 
recently formed mutual company of Los 
Angeles to write single premium accident 
insurance and its example is scarce likely 
to be followed by any of the offices of 
this section. A number of years ago the 
Travelers wrote life accident policies for 
10 annual premiums, but soon discon- 
tinued the practice. 


Government Casualty Launched 


COLUMBUS, O., July 22.—The Gov- 
ernment Casualty of Columbus, O., 
which was granted a license recently to 
transact business in Ohio, expects to be- 
gin business at once, negotiations now 
being under way for a suite of rooms in 
a new office building in that city. O. 
W. Crepeau is president of the company, 
Harry Majeau of the Columbus Mutual, 
vice-president, and J. A. Millener, of the 
United Commercial Travelers, secretary. 
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For the time being the company ex- 
pects to do most of its business through 
brokerage houses. Later it will estab- 
lish licensed agents. It starts with a 
surplus of $20,000. Besides the three 
named, Dr. E. M. Parrett and W. P. 
Barrett are among the incorporators. 
The government casualty is an assess- 
ment accident and health mutual. 


Receiver Is Appointed 


MINNEAPOLIS, MINN., July 22.— 
Robert Volbrecht of Minneapolis has been 
appointed receiver for the Bankers & 
susiness Men's Casualty of this city by 
Judge Paul Guilford of the Hennipin 
county district court Receivership ap- 
pointment was made on request of 
George W. Wells, Jr., insurance com- 
missioner. The Bankers & Business 
Men's Casualty is an assessment com- 
pany and was formerly the Commercial 
Accident. R. B. Beson has been mana- 
ger for some time past. The commis- 
sioner charges the funds of the company 
are impaired, and also alleges misman- 
agement. 


Baltimore Fatalities Increase 


BALTIMORE, MD., July 21—Fatalities 
in Baltimore from most of the common 
accident causes increased during the first 
six months of 1924 as compared with the 
corresponding period of 1923. This is 
shown by an analysis of available sta- 
tistical information made by John H. 












|; ments. 


Truett, chairman of the statistical com- 
mittee of the Baltimore Safety Council 
During the first six months of 1924, 37 
people were killed by automobiles in the 
city of Baltimore as compared to 39 for 
the same period of 1923, a decrease of 
5 percent. Personal injury accident in 
vehicular traffic decreased from 1,875 to 
1,838, or 2 percent, over the same period 
Total child fatalities decreased from 60 
to 51 or 15 percent and child traffic fatal- 
ities from 22 to 21, or 5 percent. This 
reduction in total and in child fatalities 
is small when considered on a flat basis, 
but when the increase in automobiles, 
amounting to 32.7 percent, is taken into 
consideration, it shows an improvement 
in this situation. However, during the 
first six months of this year the total 
number of people killed by accident was 
269 as compared to 240 for the first six 
months of 1923. 


Labor Saving Devices Cause Disease 


MILWAUKEE, WIS., July 22.—Occu- 
pational diseases are largely the result 
of labor-saving devices, according to 
Mrs. Grace Burnham, director of the 
Worker's Health Bureau of New York, 
who spoke before the Federated Trades 
Council in this city on the subject of 
these diseases And the compensation for 
them given in different states Modern 
methods of manufacture and the intro- 
duction of labor saving devices are in 
a large measure responsible for the 
heavy increases in occupational diseases, 
Mrs. Burnham said, pointing to the ex- 
ample of Barre, Vt., where introduction 
of pneumatic tools increase the consump- 
tion death rate among marble workers 
140 percent and where 80 out of every 
100 workers now have consumption. The 
case of the hat industry at Danbury, 
Conn., and the millinery industry in the 
east where mercury poisoning and ben- 
zole poisoning respectively worked great 
havoc were also touched upon by the 
speaker. Paintspraying machines were 
scored heavily as large-scale producers 
of lead poisoning. 


Neikirk Made Agency Manager 


RICHMOND, VA., July 22—Fred C. Nei- 
kirk has been appointed agency manager 
of the life and accident department of 
the Life & Casualty of Richmond Mr 
Neikirk was formerly manager at Rich- 
mond for the Reliance Life of Pittsburgh. 
The Life & Casualty is now engaged in 
opening up its life department for white 
risks, issuing policies up to a maximum 
of $500. Previously it was writing busi- 
ness in this line only for colored people. 





NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual 
Dizest.” published annually in May at $3.50 and the 
“Little Gem" published annually in April at $2.00 











RATE SCHEDULE DECREASED 


Capitol Life Reduces Premiums on All 
Forms Except Term, Lowering 
Cost About 5 Percent 


The Capitol Life of Denver, has low- 
ered all rates with the exception of those 
for term policies. The decrease is about 
the same at the older ages as it is for 
the younger ages on the ordinary and 
20 payment life and long term endow- 
Other policies show a smaller 
decrease at the older ages. The de- 
crease is about 5 percent. 

Rates on three principal policies are 
given here at five year ages for both 
regular and coupon policies: 

Ord. Life 20-Pay Life 2 
Age Reg. Coup. Reg. Coup. Reg. Coup. 
$ $ § 





| $ i 3 

| 15... 12.80 16.53 20.56 26.35 40.45 47.49 
20... 14.18 17.91 22.20 27.99 40.73 47.77 
25... 15.94 19.97 24.15 30.35 41.11 48.29 
30. 18.21 22.72 26.54 33.29 41.64 49.01 
35... 21.17 26.15 29.47 36.91 42.44 50.03 
40... 25.09 30.70 33.12 41.44 43.76 51.75 
45... 30.40 36.88 37.83 47.14 46.00 54.65 
50... 38.05 73 44.52 55.04 60.33 59.75 
55... 48.66 58.02 53.66 65.61 57.30 67.93 
60... 63.52 75.27 66.61 80.28 68.50 81.11 





Writing on Term Plan 


The Aetna Life and the Connecticut 
General Life are now writing substand 
ard business on the term plan rerm 
policies are convertible but not renew- 
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able. Companies are not making a bid 


for term business, but are 
accommodation. 


using it as an 


Bankers Life 





rather than a usually the 


case 


gain as is 


Equitable of Iowa 


Effective Aug 1, the Equitable of 

















All new policies issued by the Bankers Iowa will increase its limits on male 
Life of lowa, commencing July 1, con- lives to the amounts given below 
tai é €¢ cal lausé 

iin a fr medical clau Limit Written 

Provident Mutual Life Lifeand Contin Term 5-yr 
; End Mo. Inc. to 65 Term 

The Provident Mutual Life has an- $10,000 $40amo. None None 
nounced increases in limits of insurance 40,000 160amo. $40,000 $20,000 
The new limits for the various ages are 120,000 480amo. 100,000 50,000 
as follows 16 to 20, $25,000 21 to 22 200,000 800 amo 150,000 50.000 
$50,000; 23 to 24, $75,000; 25 to 650, 160.000 640amo 100.000 50,000 
$100,000. 100,000 400amo. None None 

_— 30,000 120amo Non Nor 
Liberty Life, IIL 
Limit Retained 

The Liberty Life of DTlinois is contem- 
plating adding a mortgage policy and Lifeand Contin rerr = 
also an income policy: Age End Mo. Ir to ¢ rerm 

Pa = 15-17 $10,004 ) $40an None None 
. 18-20 20,000 S0an $20 OF $20 001 
Bankers Life of Iowa 1-24 40.000 160an 10,000 ? 

On page 20 of the 1924 Unique Manual 21-24 10,000 l160an 41 25. 
Digest under the Banker's Lifé la the é 50 50,000 200 a me 50,000 25,000 
item “Gain from loading” should have -5 40,000 160am ‘ =9,¢ 
before it the reference to the foot note 6-60 000 100a No None 
which explains that the figure is a loss 61-65 10,000 fia No Nor 

a ——— — — = = — - - 

NEWS FROM THE PRUDENTIAL This ~ nt has climbed another rung on 
the ladder of success by placing to his 
— credit over 15 ) of I y business 


Some of the Men in the Field Are 
Making Fine Records in the 
Business 


Agent S. Hartman of the Jamaica 


N. Y.. district, who created an excellent 
record in both industrial and ordinary 
during 1923, is making rapid strides to 
ward the top of the list of industrial 


and ordinary leaders of Division B this 
year being number 15 in the former and 
number 6 in the latter, and leader of the 
Jamaica district 

Two recent 
territory were 
of Columbus, 
haus of the 
The honor of 
ng assistant superintendent in 


F territory in ordinary net new business 
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those of Harry E 
Ohio, and Joseph A. Ni« 

ind No. 4 district 


listed as the lk 


Jaynes 


Clevel: 


being 


goes to Samuel E. Port of Youngstowr 
©., while the “runnerup” is Ray E, Baker 
of the Toledo No. 1 district 
The Youngstown, Ohio, district boasts 
of an ordinary producer in the age 
ranks, who is making very r id 
progress He s Ray dad M. Gaug 
baugh, who leads t distt n this 
espect 
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Rochester, N. ¥ N 2 agents, whos« 
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‘‘We Are Met on the Broad Pathway 
of Good Faith and Good Will.’’ 


Stands at the top of the editorial column in our News 
uttered it 
famous treaty with the Indians 


Letrer. William 


In its spirit 
Mutt 


Moreover, in that spirit the PENN Mutvat deals with 
its policyholders and their beneficiaries 
was never in its dictionary 

Places in our Field for capable men and women who 
desire to represent life insurance at its best 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 





Penn 


Home Office 


AL work in fraternal unison and reciprocal loyalty 


making his 
ver broken. 


when 
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Field of PENN 
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“Technicality” 














Te GLOB 
OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 
GAIN IN INSURANCE IN FORCE 


GAIN IN INTEREST. 
GAIN IN INCOME 
GAIN IN ASSETS. 


AVERAGE GAIN IN ALL ITEMS.. 
This is away above the average of all Life Insurance Companies in 


It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 


the United States combined. 


MUTUAL LIFE 
INSURANCE COMPANY 





83 per cent 
31 per cent 
26 per cent 
23 per cent 
41 per cent 














INDIANA OHIC 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


KANSAS KENTUCKY 


ILLINOIS 


IOWA MICHIGAN 


MISSOURI NEBRASKA 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 

CONDITION ON DECEMBER 31, 1923 


Assets 

Liabilities 

Capital and Surplus 
Insurance in Force 


Payments to Policyholders 


Total Payments to Policyholders since Organization 


JOHN G. WALKER, President 





$ 36,916,613.75 
32,373,207.24 
4,543,406.51 

' : ... 255,168,568.00 
' ; 2,696,034.43 
32,747,895.3S 
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One Inch, One Column wide, one time, $5.00 

Write, Wire or Phone to 

The National Underwriter, 1362 Ins. Exch. 
Phone Wabash 2704 CHICAGO 
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in all departments for the months of 
April, May and June. The numerous 
picnics are expected to be attended by 
home officials, 


Life and Casualty Appointments 


L. O. Naylor of Memphis has been pro- 
moted to assistant superintendent of 
that district by the Life & Casualty of 
Nashville, Tenn, Mr. Naylor's services 
as an agent was responsible for his pro- 
motion. C. W. Ware of the Washington, 
D. C., district has been made an assist- 
ant superintendent of the Alexandria, 
Va., district. W. L. Griffin of Greenwood, 
S. C., has been made an assistant super- 
intendent there. H. Daly is now with the 
McComb, Miss., district as assistant 
superintendent. Mr. Daly was formerly 
with the Covington, Miss., district. 


Will Write Life Insurance 


The Home Assurance of South Bend, 
Ind., which has been writing accident 
and health insurance on the monthly 
payment plan has decided to write in- 
dustrial life policies, ranging from $100 
to $500 on the whole life orm 20-payment 
life plan. The rates are based on the 
American table, 34% percent. 


E. A. Giddings of the financial state- 
ment department of the Aetna Life is on 
a trip to the Insurance Commissioners’ 
Convention and is accompanied by T. F. 
Tarbell, actuary, and R. E. Hall, attor- 
ney. Mr. Giddings, before returning, will 
also visit other points on the Pacific 
Coast and many other points of interest. 














LOCAL; ASSOCIATIONS 

















Baltimore, Md.—The Baltimore asso- 
ciation has elected Leonard A. Spalding, 
dean of the School of Life Insurance 
Underwriting, conducted jointly by the 
organization and the Baltimore College 
of Commerce of the Young Men's Chris- 
tian Association. 

William P. Stedman is instructor of 
life insurance fundamentals during the 
four-months’ course, and J. Bruce 
Thompson will direct the section of the 
life insurance selling. 

* * x* 

Charleston, 8S. C.—Officers of the 
Charleston association were elected at 
the annual meeting as follows: M. § 
Herndon, president; William Schirmer, 
vice-president, and E. W. Rugheimer, 
secretary and treasurer The meeting 
was held recently at the Fort Sumter 
hotel and was followed by a luncheon. 

es * 

Richmond, Va.—.J. E. Woodward, new 
president of the Richmond association, 
is planning to hold a conference with 
general agents of Richmond at an early 
date with a view of discussing the ad- 
visability of having them assume the 
responsibility for the program at the 
monthly luncheon-meetings to be held 
during his term as head of the associa- 
tion. He believes that the meetings 
could be made much more attractive if 


ranging for them and would draw a 
larger attendance. Heretofore, this re- 
sponsibility has rested almost entirely 
on the shoulders of the president who 
has made it' a practice to have an address 
by a speaker of prominence the principal 
feature of the meetings. Mr. Woodward 
believes that a more varied program 
would prove more effective and he will 
suggest that some plan along this line 
be carried out by the general agents. 
There will be ample time to consider 
the matter, as the next meeting will not 
be held until October. 


NORTHWESTERN AGENTS 
HOLD BIG CONVENTION 


(CONTINUED FROM PAGE 4) 
ing, “Bigger Men, Broader Vistas, and 
Better Days.” 

Stressing the fact that the North- 
western Mutual Life would prefer to 
have territory unrepresented than to have 
agents unworthy of the company in that 
field, George E. Copeland, superin- 
tendend of agents of the company, out- 
lined the Northwestern’s position on 
agents in the opening address of the 
Wednesday morning session. Five 
hundred agents gave the speaker a big 
ovation when he asserted that company 
representatives must be men of char- 





the general agents took turns in ar- 


acter, purpose and community standing 











We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ills., Ia., Kans., Md., 
Mich., Minn., N. M., N. C., Okla., S. D., W. Va., Wyo. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. 
running through to Quincy and Wells Street, right in the heart of Chicago’s 


Financial district. 
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and influence or the Northwestern does 
not want them and will not have them. 
Northwestern Mutual business has been 
written without any frills and will so 
continue to be written the speaker as- 
serted, saying, “the Northwestern Mu- 
tual Life has never obtained any busi- 
ness by other than a simple logical sale 
of a service to a prospect. There is never 
any high pressure underwriting in 
Northwestern methods. We have no 
president’s weeks, grandmother’s 
months nor janitor’s anniversaries. This 
company writes only in the healthiest 
districts of the county, takes no busi- 
ness not of the very best and has con- 
sistently avoided deviating from the 
simple fundamentals laid down by the 
founders of the company.” 

Mr. Copeland was followed on the 
program by E. H. Earley of Brooklyn, 
who delivered one of the finest and best 
received addresses on the program, tak- 
ing as his subject, “The Presentation of 
Educational Policies.” Mr. Earley him- 
self is a successful seller of educational 
policies who joined the Brooklyn agency 
in 1923 and wrote $570,000 in his first 
year. Speaking of educational policy, 
Mr. Earley said, “The educational pol- 
icy is by all odds the biggest tool in the 
equipment furnished agents by the 
Northwestern Mutual Lite. Arguments 
in favor of this policy come to the mind 
so readily that the policy sells itself if 
properly presented. The basic appeal 
lies in the fact that every real father 
wants to give his son more than he him- 
self had and that insurance providing 
for a college education for the son meets 
his exact requirements. A college grad- 
uate is almost a sure fire prospect, if 
he has a family, since a man who has 
been to college knows what value a col- 
lege education has and how difficult it 
is to obtain it from a financial stand- 
point, and so is easily sold on the educa- 
tional policy.” 

The presentation of income policies 
was made by B. A. Million of Kentucky 
who spoke on the man of small income 
and George J. Kutcher, New York, who 
discussed man of large income. The 
concluding number on the morning pro- 
gram was a talk on human interest in 
selling income insurance by Griffin M. 
Lovelace, professor of insurance in Co- 
lumbia University. The afternoon ses- 
sion, the final one of the convention, 
opened with a one o'clock luncheon at 
the Hotel Pfister, with Flavel L. Wright, 
Missouri, as chairman. Joseph _ T. 
Gallagher, assistant superintendent of 
claims, spoke on “Homeward Bound.” 
The main address of the session was de- 
livered by Vice-President Cleary of the 
Northwestern, who took as his subject, 
“Confidence.” Mr. Cleary stressed the 
need for a more professional attitude on 
the part of insurance men. “We are 
today happily on a new plane in selling 
life insurance,” he said. “We are sell- 
ing program insurance to fill needs that 
exist and that we can convince our pros- 
pect life insurance will fill we are on 
a basis where men can be and must 
be professional in their methods. In 
order to function efficiently and success 
fully, you must know in detail the pre 
sent situation of your prospect you must 
know his plans, purposes and ambitions 
You must know things that few men tell 
to anybody. Have you thought of the 
responsibility that is imposed upon you 
when a man in compliance with your 
request puts in your hands information 
regarding himself, his estate, his family, 
his plans and his ambitions that are 
sacred and very personal things that he 
gives to no one else.” 


American Central Meeting 

The American Central Life Field Club 
held its annual meeting at Mackinac 
Island, Mich., last week. The president 
was Floyd V. Studer of Texas. Glasco 
D. Clymer of Indiana is first vice-presi- 
dent; Rufus J. Wheeler of Texas, sec- 
ond vice-president; M. F. Belisle of Kan 
sas City, third vice-president. Among 
those present from the home office was 
President Herbert M. Woollen, Vice 
President Harry R. Wilson, Superin 
tendent of Agents Roy A. Hunt, Actu 
ary Henry W. Buttolph 
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ASSOCIATION BULLETIN SHOWS THE 





BENEFIT TO AGENTS IN BONUS BILL | 





LL members of the North Texas 

Association of Life Underwriters 

have been sent a communication 
by the law and legislative committee, 
Orville Thorp, chairman, which strongly 
shows the value to the life underwriter 
of the recently enacted bonus bill. After 
outlining the mechanics of figuring the 
insurance granted in individual cases, 
the bulletin continues as follows: 

“The bonus bill has become a law, and 
every underwriter in the nation is now 
offered an unusual opportunity to serve 
both the service men and the govern- 
ment. Irrespective of how you feel 
about the law you could not do any- 
thing that would be more timely and 
more in keeping with your duty than 
to set about to make it a part of your 
business to help every ex-soldier and 
sailor in your community fully under- 
stand the benefits due them under the 
adjusted compensation bill. There will 
no doubt be many who are not at all 
familiar with single premium 20-year 
endowment life insurance, and who will 
not fully understand the benefits of this 
bonus law to the service men. This 
paid-up endowment insurance is based 
on the American Experience Tables of 
Mortality, on a 4 percent compound in- 
terest basis. 


Render Community Service 


“You could not render a greater serv- 

the soldiers in your community 
than to get in touch with them and help 
them get their papers all signed, making 
such explanations to them as is neces 
sary so they will fully understand the 
terms of these adjusted compensation 
certificates. You can render a real serv- 
ice to both the soldiers and the country 
by helping to induce these soldiers to 
file these certificates away and just for- 
get that they have them until they ma 
ture, at which time they can collect the 
face amount of the contract. If the sol- 
diers rush into the banks and borrow 
the full value on the certificates at the 
end of the second or subsequent years 
they will dissipate a substantial amount 
of the benefit which would otherwise 
accrue to them under this bonus bill. It 
is a savings fund that grows and grows 
with each day, and there will come a 
time with all of these young men when 


ice to 


they will need every dollar of this 
money. They could get along without 
it today If the bonus bill had not 
passed they would have lived just the 
same, and would have met the demands 
ot the day on some basis Every 
mother’s son of them should be urged 


to do the same thing now. They should 
be urged to forget that the government 
has passed a bonus bill, so far as any 
immediate benefits they will draw from 
it is concerned, but to take these cer- 
and file them away as a nest- 
be collected 20 vears hence. 


tincates 


cen to 
Should Be Old Age Guard 


“There has been given wide distribu 
tion throughout the nation, particularly 
in connection with the treasury depart- 
ments campaign on thrift, certain data 
relative to what will happen to young 
men throughout the course of their lives. 
Starting with 100 lads 25 years old, and 
that will apply to a large percentage ot 
these young soldiers, we find that when 
attaining age 65, out of the total num- 
I 100, 36 have died; one is rich; 4 
well-to-do: 5 are still able to earn a 
moderate income, and 54 are completely 
lown and out These statistics 
gripping that the soldiers should be ad 


wT of 


are s¢ 


sed today of the hazard which they 
race They should recognize these tre 

endously important facts and_ be 
guided by them. The bonus included 


der this bill will help them on their 
way as old men—will help them to get 
to 65 vears of age with a competency 
old age, and each of them should 

ke advantage of it. 
Nothing the underwriters of the na 








tion can do will be so timely, and so 
much in keeping with the purpose which 
the government has in passing this 
bonus bill, as to get on the hring line 
immediately and use their utmost influ- 
ence and information to help these 
soldier boys understand exactly what 
they are getting, and the tremendous 
importance of treating this adjusted 
compensation service just as they would 
any other paid-up 20-year endowment, 
and not attempt to borrow on it in the 
meantime. 


War Risk Cover Cited 


“Through the creation of the War 
Risk Bureau the government placed 
among the soldiers and sailors approxi- 

(CONTINUED ON NEXT PAGE) 





THE MUTUAL LIFE 


The Mutual Life Insurance Company o: New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


50.97% 
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Once a Policy- 
holder—Always 
a Prospect. 
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SPREAD To PROT 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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MINNESOTA 


Just Opened by 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


ROCKFORD, ILLINOIS 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 








OHNE. HIGDON ( Actuaries & Examiners 
J OHNC. HIGDON } f". .o'**che tnt 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
$16-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bidg. 
Tel. Walnut 3761 DES MOINES, IA. 








7 J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 

wes, etc., Calculated. Valuations 

and Examinations Made. Policies 

and all Life Insurance Forms Pre- 
ed. The Law of Insurance s 


Specialty. 
Calcord Bids. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1$23 Association Bidg 19 S. La Salle St 
Telephone State 4792 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 
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HE chart given herewith shows the 

growth of life insurance in com- 

parison with other representative 
factors of the nation’s progress during 
the past decade. The rate of increase 
in the total outstanding insurance has 
been seven times as great as that of the 
increase in population, and the percent- 
age increase in new insurance is ten 
times as great. The rate of growth of 


(CONT’D FROM PRECEDING PAGE) 


mately $40,000,000,000 of life insurance. 
It brought life insurance into practically 
every home, and section of the United 
States. The private life insurance com- 
panies could not have spent money 
enough on any kind of an advertising 
campaign for legal reserve life insurance 
that would have done the business so 
much good, and so thoroughly sold it 
to the American people as the govern- 
ment did in the creation of the War 
Risk Bureau for the soldiers and sailors 
Life insurance was emphasized in that 
act in many ways as being the great 
economic force that it is, and as being 
the first and most available social serv- 
ice plan by which it is possible for the 
individual to enter into a contract with 
society, collectively, to reimburse his 
interests against the loss of the money 
value of his life. 


Underwriters Are Benefitted 


“The underwriters have been the ben- 
eficiaries, indirectly of the creation of 
the War Risk Bureau. The publicity 
given to life insurance at that time and 
since, as a result of the activities of the 
department, has helped every life insur- 
ance man in America to more effectively 
deliver his service to his patrons. 

“The government has now passed the 
bonus law as a result of which there 
will be put into effect in a very short 
time new legal reserve life insurance of 
between three and four billion dollars 
Again, legal reserve life insurance is 
heing endorsed, is being advertised, is 
being boosted and emphasized as the 
insurance companies in their advertising 
and educational work could not possibly 
put over in many a silver moon. Under- 
writers sbould, therefore, keenly appre- 
ciate what is being done for the 
business and show it by helping the gov 
ernment and ex-service men in getting 
this insurance adjusted, and then do all 
they can to help conserve and stabilize 


This is our golden opportunity to 
serve our fellow man, the government, 
and a great business—life insurance 
Let's grasp it. 


outstanding insurance has been sur- 
passed only by national bank deposits, 
but even this is exceeded by the per- 
centage of increase in new insurance 
issued during the decade. But even 
after this tremendous growth, the 
American people are insured for only 16 
percent of the amount for which they 
can and should be insured, and the field 
for life insurance is greater now than 

FEDERAL RESERVE LIFE 


(CONTINUED FROM PAGE 5) 
which a representative of the Better Bu- 
reau was present. Testimony was of- 
fered to show that the far fetched rep- 
resentations of agents about the stock 


value feature were authorized by the 
general agency operated by the Greg- 
orys. 


The Bureau states that it was an- 
nounced that the “stock with policy” 
plan would be abandoned. Since this 
anouncement the Bureau says that Mis- 
souri investors have made demands on 
the company for redress of their stock 
purchased which they claim had been 
made under a misapprehension of the 
company’s right to do business in Mis- 
souri 


Record of the Gregorys 


The Better Busines Bureau gives a 
history of the Gregorys. W. H. Greg- 
ory is now organizing another company, 
the Union National Life in Kansas City, 
Kans 

Attention is called to the record of 
the two Gregorvs in connection with 
the Citizens National Life of Louisville 
which was organized to absorb the Citi- 
zens Life of that city, started by W. H. 
Gregory “Bests Reports” are quoted 
in which charges of extravagant man- 
agement are made. It is said that there 
was much jugeling in connection with 
the finances. It is also stated that the 
growth of the old companv was forced 
by “board contracts” and other high 
pressure methods The Citizens Na- 
tional Life was later merged with the 
Inter-Southern Life and the Central 
Life went into the hands of receiver. 


Bank Loans Mentioned 


In connection with the Citizens Na- 
tional Life the closing of the Guarantee 
tank & Trust Company of Birminge 
ham, Ala., is mentioned which was due 
to a large amount of bad loans and past 
due notes Assistant State Bank Fx- 
aminer Hosmer cited one loan of $207.- 


ever before because people in general 
are just beginning to realize what this 
great institution is. As will be seen 
trom the chart, the amount of life in- 
surance in force is the only economic 
factor which has steadily increased 
throughout the time, scarcely fluctuating 
in its rise Other factors during the 
period have fluctuated, but insurance in 
orce has regularly increased. 


000 to W. H. Gregory, which he said 
had been so manipulated as in itself to 
make the bank insolvent. 

The examiner said that the loan was 
made to Gregory and deposited in the 
bank to the credit of the Citizens Na- 
tional Life and then transferred to the 
account of the treasurer of the company. 
The bank, according to the examiner’s 
report, had nothing to show as security 
except a receipt from the insurance com- 
pany. The receiver of the Guarantee 
tank, showed that this $207,000 note 
transaction comprised a personal note 
to the bank, made by W. H. Gregory 
for $200,000 and a personal note made 
by R. E. Gregory for $7,000. 


Quotes From Roche's Report 


The Better Business Bureau quotes 
from the report of John F. Roche who 
was then consulting actuary of the Ken- 
tucky denartment after an examination 
of the Citizens National Life, in which 
ittention was called to the fact that the 
company had been grossly extravagant 
in its management. He stated that if 
the companv would cut out the selling 
of stock and reduce its expenses to the 
minimum the impairment would be 
wiped out 

The Better Business Bureau objects 
to the promotion methods that are being 
carried on and asks in view of the ac- 
tivities and previous record of the Greg- 
orvs in Kentucky what will be the out- 
come of the situation in Kansas City, 
Kans 


New Directory Is Issued 


The new edition of the Underwriters 
Hand Book covering Delaware, West 
Virginia, Maryland and the District of 
Columbia, has just come from the press 
of Tre Nationa Unperwriter. This 
directory of insurance is a complete list 
of the agents and their companies to- 
gether with insurance statistics, insur- 
ance laws, company information, field 
men and general agents. It is an insur- 
ance reference book that should be in 
the hands of all those interested in the 
insurance business of their ow w state 
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. . . 
Yavitz Believes in 
. . . 
Fitting the Policy to 

A. Yavitz of the St. Louis branch of 
the Missouri State Life and member of 
the Quarter Million Club is a firm be- 
liever that the policy should fit the pros- 
pect and not the prospect the policy. 
He never attempts to specialize on any 
policy but picks out a special policy for 
the prospect being solicited. 

Discussing his system for selling in- 
surance recently, Yavitz said: “As for 
selling any particular policy there is 
none; because I believe it is up to the 
agent to fit out a good policy for his 
client that will always be desirable to 
him, not only now but in the future. 

“It is just as important to fit him 
properly with the right kind of policy 
as it is to fit him with a pair of the 


proper shoes, or a suit of clothes; and a 
good insurance man will not worry 
about making a large commission but 


will sell the prospect a policy that will 
fit his pocketbook. li he treats his pros- 
pect right he will notice that the policy 
will always be kept up and not only 
that, he will be recommended to the 
policyholders’ friends 

“I usually sell a young single man a 
thriit polig? because it will always ap- 
peal to him, as he can get this policy 
paid up in a shorter period of years, and 
if he continues it for full twenty years 
he has several attractive options. 

“If a young man 1s married and needs 
as much insurance as he can get and at 
the same time would like to be paid up 
in about twenty I sell him the 
twenty pay non-participating. If it is 
in older man I always sell the ordinary 
life non-participating.” . 


years, 


NATIONAL CONVENTION 
IS NOW IN SESSION 
(CONTINUED FROM PAGE 11) 
Phoenix Mutual Life, C. C. Day. of 
Oklahoma City, took the _ subject. 
“Should the New Agent Be Permitted 





to Begin Soliciting Alone?” 

|. E. Williams of Seattle and A. M. 
Anderson ol Los Angeles discussed 
“How to Teach the New Agent to Se- 
cure Prospects.” 

W. B. Connor of San Francisco led 


the subject, “Work of Supervisors with 
New Agents.” Ben F. Shapro, Oakland, 
Cal. took “Joint Work with Other 
Agents with New Agents.” The discus- 
sion was Closed by Mr. Russell himself. 


What the Women Have Done 


On the Thursday program remarks 
were made by Miss Marguerite Seaver, 
representing Miss Alice Lakevy, editor of 
“Insurance” of New York, who is chair- 
man of the insurance committee of the 
Federation of Women’s Clubs The 
general subject was, “What the General 
Federation of Women’s Clubs Is Doing 
in Life Insurance.” 

\t the banquet Thursday evening fol 
lowing the remarks by the president- 
elect, Job Hedges, general counsel for 
the Association of Life Insurance Presi 
dents, spoke. There was an address by 
Henry M. Robinson of Angeles, a 
member of reparations committee of 
experts sent to France and Germany by 
the President of the United States under 
the leadership of Gen. Charles G. Dawes 

Chicago. His subject was “Problems 
in Foreign Relations.” There was also 
an address by Dr. R. B. Von Kleinsmid, 
resident of the University of Southern 
Cahtornia, on “The American at Home.” 


Following the banquet proper, and while 


Los 


the floor was cleared for dancing, there 
was entertainment in the tover bv the 
Russell Agency Glee Club of the Pacific 
Mutual Life that sang old and new 

nes Assisting on the program were 


1 


well known artists 


Friday's Meeting 
\t the Friday session Lew R. Palmer, 
esenting the National Safetv Coun 
vill speak on “The Part Life Under 
rs Plav in National Conservation.” 


question for discussion’ Friday 
ng will be “Estate Settlement In 
surance.” It will be led bv Louis C 





LIFE INSURANCE EDITION 


Tell Whey Thing Bovis 
Life Insurance Agents 


T the agents convention of the 
Northwestern Mutual Life, E. B. 
Ferguson of Glasgow, Ky., and Guy D 


Randolph of Huntington, W. Va., told 
why they entered the life insurance 
field. Mr. Ferguson said: 


“Immediately prior to entering the 


ranks of Northwestern Agents, 1 was 
engaged as assistant manager of a 
wholesale hardware and implement 


business. I had previously been book- 
keeper, and then salesman for this con- 
cern. By training I am an accountant. 
When the concern in which I was in- 
terested sold out, I was left with prac- 
tically no capital, and with training in 
only two lines, bookkeeping and selling. 
3riefly summarized, there are three rea- 
sons tor my choice of a position as an 
agent for my life work— 

“First: A man can begin immediately, 
without capital, to make a good living 
while he is studying his work. 

“Second: Life underwriting offers a 
splendid chance to lay up an income for 
the future 

“Third, Life insurance writing offers 
an opportunity for service to the com- 
munity, state and nation.” 

Mr. Randolph said: “I was a 
man for an old jobbing house in Wil- 
liamson, W. Va. We bought gasoline, 
kerosene and lubricating oil in tank 
cars and put it in barrels and drums and 
sold it to the mines. 

“T sold out of the oil business because 
I had a good chance to make a profit 
and the next thing to do was to find 
something to do. It so happened that 
about six months before, one of my 
friends who was in the insurance busi- 
ness, told me how much money he was 
making. He had been in the business 
j and his renewals 


sales- 


for only three years 
alone amounted to as much as my sal- 
ary was at that time 

“Here was a felow who could quit 
work and for nine years get as much 


money as I would by working and when 
I say work, I mean work. I told some 
of my friends who were in the insurance 
business what I was thinking about and 
I soon found that it would be no trouble 


to get a company to work for. I re- 
ceived letters and propositions from 
eight or nine companies without even 


asking for them 

“I think it is the greatest 
the world because 1 can ake o 
money without any capital invested 
with the same amount of effort than 
anything I have can 


business in 


| , 
t 


nN 


ever heard of; I 
render a real service to my community, 
and I am my own boss: I can work and 
live well or loaf and starve and it is no- 


body’s business but my own.” 

Pierce ol I os Angeles Lawrence 
Priddy of the New York Life New 
York City will lead the discussion. Spe 
cific cases where life insurance has 


helped provide money for state and in 


heritance taxes is given to N. E. Degan 
of Pittsburgh and John A. Klegg. Ed 

ward A. Woods of Pittsburgh will dis- 
cuss the Frick decision This part of | 
the plan will be closed by Paul F. Clark 


of Cincinnati The demonstration ot 





the formation ot a life insurance trust 
will be conducted by Senator Louis H 
Roseberry, vice-president Security Trust 
& Savings Bank of Los Angeles s 
sisted by George A. Rathbu Los 
Angeles, the prospect 
Cushman Takes Up Work 

LeRoy C. Cushman of the home ot 
fice of the Massachusetts Mutual Life 
has goten out the first edition of the 


“Radiator” under his administration 
He succeeds ] awrence r Wi 
has joined the 


Hartford. Mr 


iship, who 
ranks at 


super 


general agency 


Cushman is also 


vising the preparation of advertising 
material He has been connected with 
the home office since May, 1897, first 


connected with the actuarial department 


and later with the medical department 
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Are You the Man? 


Very Attractive Contracts’to the Right Men 


A Rare Opportunity 


We are installing general 
agents in excellent territory 
and as we find the right men 
we assist them in building up 
real agencies. 


OPENINGS IN: 


Deadwood, S. D. 
Aberdeen, S. D 
Watertown, S. D 
Sioux Falls, S. D. 
Davenport, Ia. 
Burlington, Ia. 
Sioux City, Ia. 
Pueblo, Colo. 
Denver, Colo. 
Norfolk, Nebr. 
Scotts Bluff, Nebr 
Grand Forks, N. D. 
Minot, N. D. 


If you are located in or 
near the places named, it 
will pay you to write or wire 
us in confidence. 


The Bankers Reserve Life Co. 


Operating in 39 States 
R. L. ROBISON, President 


W. G. PRESTON, Vice Pres. R. C. WAGNER, Sec’y-Treas. 


OMAHA, NEBRASKA 











Can You Fill This 
Home Office Position? 


The Company— 


\ Mutual, Old Line, Legal Reserve Life Insurance Company 
with over $160,000,000 of insurance in force and over $10,000,000 


The progress of the company can best be shown by 
O73 


of assets 
the fact that it made a Net Gain of Insurance in Force in 1 
of $30,000,000 


The Position— 


In the Field Department of the Home Ofhce 
respondence with the Field Force—assisting in the 
for agents and in the editing of the monthly agents’ 
other duties Briefly —the 
of a general, all around assistant to the Field 

Che opportunities for advancement are limited 


handling cor- 
preparation 
of circulars 
and 

inte » those 
cuties are thost 
Superintendent 

only by the ability of the man chosen 


The Man— 


Must have had personal experience as a life insurance sales- 
1 man who has also had ex- 


magazin general supervisory 


man. Preference will be given to < 

perience as a field supervisor—or in the Home Office Field De- 
partment of some company \ge between 25 and 40. The 
successful applicant must be a real go-getter—who is ambitious 
and willing to work hard to make good. He must have a clean 


record 


If you have the necessary qualifications and are interested 
in a real proposition with a real future, address J-95, in care 
of the National Underwriter. 


q 

















THE NATIONAL UNDERWRITER 








| Purely Mutual. 


| Gross 
Premium 
1905 327.50 
1906 327.50 
1907 327.50 
1908 327.50 
1909 327.50 
1910 327.50 
| 1911 327.50 
1912 327.50 
| 1913 327.50 
| 41914 327.50 
1915 327.50 





327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 


1916 
1917 
1918 
1919 
1920 
1921 
1922 
1923 


We are just entering lowa 


but 


holders 
and 


prove as we grow older. 


duty is to them. 


tion will appeal to you. 


Address in confidence. 


FRANK P. MANLY 
President 





Regular Div. 71.60 
Extra Div. 68.20 


Regular Div. 104.30 
Extra Div. 


Some real opportunities 
be Managers, with direct Home Office contracts. 


Our Company is owned by the Policyholders. 
If you believe in the spirit of Mutuality ; if 
you believe as we do that the only correct way of building an 
agency is with the co-operation of Policyholders, our proposi- 





IOWA 


The Indianapolis Life Insurance Company is 
It is noted for its Low Initial 
Premiums—Large Annual Dividends, result- 
ing in the Lowest Net Cost. 


| CAN YOU BEAT IT? 
| 


Actual History of Policy No. 26 on the life of - - - - 
issued by the Indianapolis Life Insurance Company, 


November 15th, 1905—Age 41—$10,000—ordinary life 


Annual Net 
Dividend Premium 
327.50 
269.50 
268.10 
266.90 
261.30 
260.50 
260.30 
259.10 
257.90 
256.90 
187.70 


58.00 
59.40 
60.60 
66.20 
67.00 
67.20 
68.40 
69.60 
70.60 


254.10 
250.50 
247.50 
327.50 
253.50 
230.70 
227.00 
202.34 


73.40 
77.00 
80.00 


74.00 
96.80 
100.50 


20.86 


for men who are big enough to 


We are proud of our record of service and Low Cost. 


We are not seeking to glorify the past and live upon it. 


We are endeavoring each day to better serve our Policy- 


We are looking to the future with a keen desire to im- 


Our first 


Wire or write. 


JOE C. CAPERTON 
Agency Manager 











BIG LIFE MEETING 
ON AT LOS ANGELES 


(CONTINUED FROM PAGE 3) 


dents as first, second and third in order 
to have a ranking vice-president in the 
case of an emergency such as has arisen 
this year when the president was un- 
able to attend the convention. 


Los Angeles Gets Trophy 


Los Angeles was awarded the Charles 
Jerome Edwards trophy for the great- 
est increase in attendance. Favorable 
action was taken on the applications of 
13 new associations recently organized. 
The National Association itself showed 
an increase in membership for the 
first time in several years and the 
treasurer's report made the best financial 
statement in a number of years. 

Vice-President George E. Lackey of 
Oklahoma City is presiding at the con- 
vention sessions in the absence of Presi- 
dent Graham C. Wells who sent a tele- 
gram of greeting and regrets at the 
opening session. The convention sent a 
similar message to its absent chief. The 
Tuesday session was devoted almost al- 
together to business insurance. Two of 
the formal addresses by Prof. S. S. 
Huebner of the University of Pennsy!- 
vania and Herbert D. Ivey, vice-presi- 
dent of the Citizens National Bank of 
Los Angeles, touched on that topic. The 
third was by Job E. Hedges, counsel of 
the Association of Life Insurance Presi- 
dents, who made a decided hit with his 


Typical Cases Presented 


wit and epigrams. The discussion of 
business insurance was divided into two 
sections, one presenting typical cases 
where the absence of business insurance 
had disastrous results, and the other a 
list of actual cases where business in- 
surance has helped. This plan replaces 
the discussion of hypothetical cases used 
for the past two or three years. 
Wednesday's session was devoted to in- 
come insurance, with a night session on 
agency building. Thursday’s session is 
devoted to the topic of making the ap- 
proach, and Friday’s to estate settlement 
insurance, 


MRS. PAUL TELLS WHAT 
INSURANCE PRESS DOES 
(CONTINUED FROM PAGE 17) 


greatest progress, that are the most 
popular are those that are the largest 
advertisers in the insurance papers. In 
a recent talk before the editorial and 
sales force of my own organization, the 
western manager of one of your great 
insurance companies, the Sun Insurance 
Office, made the statement that he at- 
tributed to a great extent the increase 
of business in his territory to the con 
structive advertising that he was doing 
in the insurance papers. In other 
words, he had made his company a 
greater factor. He had created a de- 
mand for it among the insurance frater- 
nity. His field men found it more easy 
to secure agents. Confidence was more 
firmly established. The company has 
been individualized in the minds of in- 
surance agents in all directions. 
Has Been Great Factor 


The insurance journal is just one of 
the factors that has been influential in 
extending the insurance business in the 
western continent. 

It is not a small factor. It has made 
its mistakes. Sometimes it has gotten 
off on the wrong foot. However, I can 
say that the leading insurance papers of 
my country are doing a wonderful work 
to advance the cause and to inspire in- 
surance salesmen to achieve greater, bet- 
ter and nobler results. 


Squabble Over Pension Fund 


Although the New Jersey teachers 
pension and annuity fund was reorgan- 
ized several years ago, and presumably 
its rates and benefits have been accur- 
ately computed, there is a squabble 
between the trustees of the fund and the 
state treasurer as to the amount of 
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the contribution the latter should pay 
this year. The matter may be taken to 
the courts for settlement. Difficulties 
of this character seem inseparable from 
state pension schemes. Trouble devel- 
oped over the New York City teachers 
tund a short time ago, the services oi 
the state insurance department being 
enlisted in an endeavor to straighten out 
the tangle. 


Big Mortgage Loans 


In the six months ended June 30, the 
Equitable Life of New York authorized 
loans on bonds and mortgages of $42,- 
914,000 of which nearly a half was on 
residence properties, the remainder on 
farms and business buildings. The farm 
loans were mostly in central western 
states. 





Reports on New York Fraternal 


The New York department has found 
that the American Life Society, a frater- 
nal beneficiary society of the state, has 
been operating at too high an expense 
ratio, with a result of its mortality re- 
serve becoming impaired. Arrangements 
have been made for a merger of this 
society with the Grand Lodge, Ancient 
Order of United Workmén of Connecti- 
cut The policyholders of the American 
Life Society will be fully protected by 
the reinsurance contract, but should they 
desire to exercise their surrender value 
privileges, these values will be subject 
to the present impairment. The report 
of the New York department shows the 
total admitted assets as $40,602, mortal- 
ity reserve $60,775, total liabilities $64,- 
256, with a deficiency of $23,654. This 
small fraternal has caused the New York 
department considerable worry during 
the past few years. 


Expense Ratio High 


The expense ratio of the society has 
been excessively high, amounting in 1923 
to 34% percent of the income from mem- 
bers After a previous examination re- 
port, the officers were instructed to cut 
down on expenses to keep within the 
decreasing income, but it is stated that 
this was not done and the last examina- 
tion showed an overdraft of $9,966 upon 
the mortuary fund for expense purposes 
The examiners also criticized the salary 
and expense account of the president of 
the society, Jacob Sincoff. Membership 
of the society on June 30 was 428, with 
total insurance amounting to $655,500 


Life Notes 


T. R. Fell, manager of the New York 
agency of the Massachusetts Mutual Life 
is now recovering from a serious illness. 


(. S. MeMartin has now assumed his 
new position as general agent of the 
Northwestern Mutual Life at Phoenix, 
Ariz. 

Charles B. Richardson, general agent 
at Richmond, Va., for the Massachusetts 
Mutual, has gone abroad on a pleasure 
trip and expects to be away until the 
early fall. 

The Western States Life of San Fran- 
cisco has just issued checks for the tenth 
consecutive semi-annual dividend total- 
ing $50,000, which is at the yearly rate 
of 10 percent. 


William J. Morrison, who has been 
only about 16 months as supervisor of 
agencies at Quincy, Ill, for the Ameri- 
can Bankers Life, died last Tuesday 
night at his home after being bedfast 
six weeks 


The Prudential Life Insurance Com- 
pany of America has 4,068 loans for 
more than $22,200,000 outstanding on 
Missouri property, according to James 
M. Franciscus, president of the Fran- 
ciscus Realty Company, St. Louis real 
estate loan agents for the Prudential 
From January 1, 1923, to June 1, 1924. 
the company mortgage loans totalled 
$8.300.000. The total of loans for the 
first five months of 1924 was $2,300,000 











To an insurance company representa- 
tive. Harry L. ench, general agent for 
Northwestern Mutual Life in Madison, 
Wis., goes the honor of conducting the 
greatest charity work in the city for the 
next year. Mr. French has been chosen 
manager of the annual Community 
Union drive which wil raise about 
$100.000 for the various Madison char- 
ities, distributing this sum by budeet 
to the 14 agencies under the Community 
Union. 





You can attract attention by putting 
up a swell front, but you cannot hold it 
without having a real show back of the 
hallyhoo 
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MODERN BUSINESS GETTING METHODS | 





Program Insurance Is a Part of the 


B. 
western 


company on 


Individual’s Plan 


of Life, and Must 


Be Adapted to His Particular Needs 


OTTWAY, of the North- 
Mutual Life, addressed 
convention of the 
insurance as 


* the agency 


program 


follows: 


( 


set him 


( 


insurance 


t 


telligent 
ticular case. 
common-sense way 


surance 


} 
( 


I 


Insurance 


| 


proficient. | 


“We hear much about program insur- 
nce and | am sure you all like the term, 
or the reason it implies all that is best 

modern life insurance salesmanship 
Che thought behind program insurance 
s that every person is surrounded by 
ircumstances, by peculiar needs, that 
apart and make his situation 
lifferent from that of any other person 
Program insurance embraces the 
eption that life insurance should be 
nade part of the individual’s plan ot 
life, that he should know what his 
requirements are and meet 
hese requirements by means of an in- 
program adapted to his par- 
Aiter all, that is the logical 
for a man to build 
s house of protection. 
“In order for me to talk program in- 
with my prospects I must be 
must be in a position to 
liagnose my prospect's circumstances 
and needs and must be able to offer ex- 
vert counsel in mapping out a life 
program to fit the case at 


con- 


and 
“The arguments in favor of life insur- 


ance are as countless as the stars and 


t! 
as numerous as the companies. 


e methods of life insurance sales are 
Every 
argument in favor of life insurance has 


selling force and every method properly 


employed is efficient. One agent may 
use an argument successfully which is 
unsuccessful with another agent and an 


agent may follow successfully a sales 
plan which proves an utter tailure to 
another agent The results do not 


depend upon the argument nor do they 
depend upon the method but upon 
whether or not the argument or the plan 
is actually used 

“You will agree with me when |! 
say there is a feeling among 
agents that complete programs are only 
useful in the larger cities or among 
large insurers This to my mind ts 
not true: my territory consists of one 
county in the center of Pennsylvania; 
the largest populated center Jis_ the 
county seat of 8,500 people and the 
county has a population of 29,00¢ 


Has Found Analyses 
and Surveys Valuable 


some 


“During the past two years I have 
made analyses and surveys for 80 per 
sons in my field. One of these cases 
was that of a gentleman carrying 
$226,000 of life insurance, covered by 


32 policies with 18 companies. He is a 
busy manufacturer, the head of a large 
concern, and had in the past simply 


bought policies without regard to kind, 
quantity, company beneficiaries or settle 
ments. When I asked this man to give 
me all his life insurance policies he 
looked at me in wonderment, but I got 
them, and when I returned the policies 
and went over them with my client, to 


say that he was much pleased is putting 
it mild. This man took my analysis and 
survey to the trust officer of a large 
bank, and that officer wanted to know 
who had given this service This man 
has rewritten his will and rearranged his 
affairs which would have been in very 


bad condition had not the service |! 


speak of been rendered. I might add 
this case resulted in $50,000 new insur- 
ance. In the same town where I made 
up this case | made in 1923 twelve 


analyses and surveys which sold for me 
$197,000 of life insurance, and in addi 
tion, matters pertaining to 
liie insurance come I am called in for 
advice. Another case required 80 hours 
to complete the survey I suggested 
$32,000 additional insurance, and sold it, 
and I don't believe I would have done so 


when any 


in any other way My commission in 
the case was $600 or $7.50 per hour 
“Many of my cases have been small 


and | take just as much pleasure and 
pains with them as I do the 
and in almost every instance I receive 
an application This work I call service 
and aside from applications | 
quired knowledge which 
otherwise obtained. I have in my office 
torms of 52 lite insurance 
companies and I can tell you which of 
them require a sworn statement bv the 
assured to effect changes in 
whether or not the beneticiary must sign 
the form tor a loan under the 
whether contingent beneficiaries can be 
appointed, and you may be surprised to 
learn that some 
permit the 
beneficiaries, 
must be 
made 
“When I learn of a death where I am 
not interested with insurance, | go to 


larec 


cases 
have ac 
could not be 


copies ot 


pol es 


policy 


companies will not 
appointment of contingent 
whether any 


cance lled before 


bene fic 1ar\ 


ke ans can be 


the home, make inquiry relative to life 
insurance and offer my services to make 
settlement should the company not be 
represented in the community. This has 
been a very good leader for new busi- 
ness. 

“Another method is community serv- 
ice. 1 am perfectly willing to give of 
my time for the advancement of my 
home town and I assure you I am called 
upon to render service and it pays. By 
so doing I widen my circle of influence.” 


Make Will, Then Provide 
Life Insurance, Judge 
W. H. Lueders’ Advice 


| N an address before the Optimist Club 
of Cincinnati, Probate Judge William 
H. Lueders advised making a will and 
then providing life insurance for one’s 
family In regard to second marriage 
clauses in wills Judge Lueders spoke 
as follows 

“If your wife has been good enough 
to share your problems and remain 
your helpmate through the years, don’t 
provide in your will that she shall have 
vour estate only so long as she does not 
marry again. A woman who helps you 
vour estate certainly deserves all 
that vou can give her. 

“Young men, when you marry you 
are making a mortgage tor 20 or 30 
vears and perhaps more. If a woman is 
good enough for you to marry, she is 
certainly worth all the protection that 
you can give her in case of your death. 
Even though your estate is large you 
should have life insurance to pay the 
inheritance taxes, the administrative 
costs and the funeral expenses, for quite 
often more than 15 percent of an estate 
s dissipated by these demands.” , 


create 











Story of the INTER-SOUTHERN LIFE 


The Real Reason For The Existence of All Life Insurance Companies 


In our Annual booklet, we publish each year 
the name, address and amount of every death 
claim paid by the Company, so that all who 
choose may determine by correspondence, or in- 
quiry, how we pay death claims. Every pros- 
pective policyholder of this Company may in- 
quire of every beneficiary as to how the Com- 
If this Company did not treat 
its beneficiaries kindly, and pay promptly with- 
out quibbling and render a service that is unusual, 
it would not publish the entire list of names of 
every claim it has paid, amounting in all to over 





OWNED BY THE COMPANY 


LOUISVILLE 


pany treats them. 


six million dollars. 


The Examiners 
lowing language: 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
Eighteenth Year 


The Inter-Southern Life puts this record and 
this method of testing its record for fairness 
and service, before the world as a most complete 
exposition of the service it renders. 


in their report, used the fol- 


“The Company appears to be fair in the 
settlement of both death and disability 
claims, and payments are made promptly 
upon receipt of the required proofs of death.” 


This speaks volumes for eighteen years of 
superlative service to the widows and orphans. 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


KENTUCKY 
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Do You Ever Dream? 


Nearly every life insurance agent does dream. 
He dreams of an agency contract that will offer 
him unlimited opportunity with a constant in- 
centive to greater personal production and to 
agency building. A contract that does not con- 
stantly hamper, restrict and limit his activities. 
A contract that gives complete assurance that 
he is protected and will receive the fruits of his 
labors. A contract with no one to interfere 
between him and the Home Office. A DIRECT 
HOME OFFICE CONTRACT with liberal 
commissions and UNRESTRICTED TERRI- 
TORY. A _ flexible contract — Commissions 
automatically increasing with production, and 
doing away with the annual squabble for a better 
contract. A contract giving VESTED RE- 
NEWALS. 

What more could any one ask? 

Oh, yes! PERFECTED ENDOWMENT 
POLICIES to sell. The objection of most agents 
to endowment policies is removed by returning 
the premiums paid in excess of the ordinary life 
premiums in the event of death. 

And all of these advantages in a rapidly 
growing company, unsurpassed in service to 
policyholders and agents. A company licensed 
in sixteen states with Sixty-five Millions of in- 
surance in force, with Eight Hundred and Eighty 
Thousand Dollars surplus to policyholders. 

You have dreamed of such a contract but if 
you are the right sort of man you can actually 
possess one. Let’s get acquainted. 


The Company where dreams come true. 


The Columbus Mutual Life 


INSURANCE COMPANY 
Columbus, Ohio 


C. W. BRANDON, President D. E. BALL, Secretary and Actuary 

















Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and investments. 


SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Home Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 











Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales contest. Send for 


proof sheets. 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














HAS SPECIALIZED ON 
YOUNG MEN PROSPECTS 


(CONTINUED FROM PAGE 10) 


has it, 
chase than any other, 
premium, and then if one 
other responsibilities later on, the 
wil! be greatly reduced at such time. 


and now is a better time te pur- 
for it is at a low 
should have 
cost 


Tendency to Procrastinate 


“You can also bring out that in many 
applications for positions the question of 
the amount of insurance carried by the 
applicant is asked and if a good amount 
is carried, it will add to his prestige. 
‘Lhere are also other arguments such as 
his educational debt, the foolishness of 
procrastination, taking advantage of 
good health, etc. It is most character- 
istic of this particular group to delay in 
insuring, so that much real effort is 
needed to bring them to a close. With 
the college student group, you can use 
practically the same arguments, but 
above all and beyond all, stress the im 
portance of the fact that someone, either 
parents or a friend financed them 
through school and what a fine thing. 
and only fair, it would be for them to 
use a little of their allowance to protect 
their financial and moral obligations se 
that ih the event of death the provide: 
of their education would have returned 
to him at least a portion of the money 
expended. Show them that the first 
step a man should take when he gradu- 
ates from college is to purchase adequate 
life insurance. 

“Size up your prospect 
view or two and decide whether he is 
serious or whether you have failed to 
interest him. A failing many young men 
have is that they like to talk about how 
much life insurance they are going to 
buy sometime with not the slighest in- 
tention of doing so either at the present 
time or even in the future. If you bring 
out your arguments in a clear and 
logical manner, and show by your earn- 
estness that you believe in what you are 
selling, you cannot fail to obtain your 
selected prospect’s interest and while 
you may not be able to sell him at once, 
you will have given him food for thought 
and this a little later will undoubtedly 
develop into business.” 


after an inter 








Historic Office Moved 


It was an historic event when the Chi- 
cago office of the Connecticut Mutual 
Lite moved from the Monadnock Block 
to 1380 Illinois Merchants Bank build- 
ing. The Connecticut Mutual was one 
of the first tenants in the Monadnock 
Block when it was completed in 1893. 
John K. Stearns was then manager of 
the company in Chicago. It has always 
remained in the one location and it now 
blossoms out in a brand new dress and 
effulgent equipment in its quarters over 
which Samuel T. Chase presides. An- 
other insurance company, the Northern 
Assurance of London, the fire company 
is still in the Monadnock building, it 
being another of the early tenants of 
that structure. 


Commissioner Cooper May Quit 

BALTIMORE, MD., July 22.—It is 
persistently rumored here that Harvey 
L.. Cooper, Maryland insurance commis 
is shortly to tender his resigna 
rnor Ritchie. A few months 
Cooper was reappointed 


sioner 
tion to Geve 
ago when Mr 


he stated that he would before long de 
vote his time to private interests It 
is stated that former Congressman 


Carvel D. Benson of Baltimore counts 


will succeed Mr Cooper 


Increase of Deaths From Cancer 


PHILADELPHIA, PA. July 22 
A record has just been compiled by the 
Provident Mutual Life which shows 
that during the first five months of this 
year deaths among its policyholders due 
to cancer and “other malignant tumors” 
and to diseases of the kidneys, showed 
the greatest increase for this year. The 
company’s figures for the first five 
months showed also that there had been 
a considerable increase in the number 
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of suicides. A smaller percentage of 
deaths was due to nervous infections 
and respiratory diseases and to insanity 
and senility. Circulatory diseases, such 
as those of the heart, blood vessels and 
apoplexy, in addition to causing more 
deaths than any other one group, 
showed a slight but persistent gain. 


June Business Was Big 


June was one of the largest months 
in the history of the Equitable Life of 
lowa, with a paid for production of 
$6,610,737, a gain of $1,692,384 over June 
1923. The tota! production for the first 
six months of 1924 was $34,245,771 paid 
for, representing a gain of $2,664,113 
over the corresponding period of last 
year. 

The Rice & Tyson agency of Harris- 
burg, Pa., took first place with $384,874 
during June. Second place went to the 
A. D. Wallis agency of Philadelphia and 
third place to the St. Clair & Sutphen 
agency at Pittsburgh. The Crawford 
& Crawford agency of Des Moines, 
Iowa, placed fifth. R. M. Laird of the 
Harrisburg agency was the leading per- 
sonal producer during June, with a paid 
for business totalling $105,500. 








Entitled to Refund 


NEW YORK, Julv 22.—In an opin- 
ion given Insurance Commissioner Dun- 
ham of Connecticut, Attorney General 
Frank E. Healey of that state, holds 
that the New York life companies are 
entitled to such refund of taxes paid to 
Connecticut as the Connecticut compa- 
nies can legally claim under the New 
York statute. The New York law limits 
claims of this character to a year after 
the account has been audited. 








Lippincott Is Promoted 

Otis G. Lippincott, formerly district 
agent of the Conservative Life of Sioux 
City, has been promoted to the office of 
field supervisor with the same company, 
according to an announcement made by 
Burton H. Saxton, president of the 
company. 


Protest Use of Name 


Protest against the use of the title 
Phoenix Life by a proposed Georgia 
company has been made by the Phoenix 
Mutual Life. 





Register Life’s Correct Figures 


In a recent issue of THe NATIONAL 
UNDERWRITER, the new paid for business 


for the first half year, for the Register 
Life of Iowa, was given as $2,645,017, 
whereas it should have been $2,648,017. 


The new business for the first six 
months of 1923 was $2,506,050 instead 
of $2,769,050. 
Sun Life in West Virginia 

The Sun Life of Canada has just 
entered West Virginia. It has estab- 
lished its division office in the Wheeling 
Steel Corporation building at Wheeling. 
R. E. Slinger has been made division 
manager, and H. R. Cromwell division 
secretary. 


New Company at Roma, Ga. 


The Phoenix Life of Rome, Ga has 


made application for a charter with capi- 
tal $100,000 and authorized apital 
$500,000 
State Mutual Enters Iowa 
The State Mutual Life has entered 
Iowa It has as yet appointed no general 


agent in the state 


Launch New Ohio Company 
The Government Casualty Company, a 
mutual health and accident 
company, has been incorporated by Dr. 


assessment 


EK. M. Parrett, John I Milliner, O. W. 
Crepau, Frank Hunter and Harry Ma- 
jeau It has been licensed to operate 
in Ohio. 

Irving H. McCaughey, son of W. F 
MeCaughey general agent at Racir 
Wis., for the Northwestern Mutual Life 
was recently married to Miss Mary 


Ward of Philadelphia 











More Than LOUISIANA STATE LIFE 


a Square Deal INSURANCE COMPANY 
Home Office, Shreveport, La. 
There is a Spirit of Generosity in THE 


CLEVELAND LIFE. There is the full | ome 
knowledge that the men in the field are regu- 
lar fellows—real human beings, subject to 
all human emotions and frailties, and the | TEXAS 
spirit of generosity prevails in all transac- | 
tions between Home Office and Field Force. J e EVERETT Manager 
~X&. ; 
Agency openings in Ohio, Pennsylvania, | 317 Wilson Building Dallas, Texas 
West Virginia, Kentucky, Illinois, Indiana | 
and Michigan, present opportunities for men 
who are working for success, to succeed in a | AR K ANS AS 
bigger way. Write to us. In all matters | 
ill get th deal. 
a ee ee ee ee | J. E. LEEPER, State Manager 
| P. O. Box 1077 Little Rock, Arkansas 
THE CLEVELAND LIFE | - 


| 
INSURANCE COMPANY | We may have just what you are looking 


WM. H. HUNT, President for. Why not get in touch with us? 
Home Offices Cleveland, Ohio | 












































STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection ef Policyholders 





PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agemcy Matters Address, CHARLES F. COFFIN, Vice-President 























Among America’s Greatest 


The National Life and Accident Insurance Company ranked 
second among American Accident and Health Companies in | 923 
business done, with a premium income of $8,245,424.00. It 
appeared among the fifty largest life insurance companies in 
twenty-fourth place in paid-for volume of business done last year. 
Appearing among America’s largest insurance companies in high 
rank was quite an achievement, one of which we are extremely 


proud. 


The Company was organized twenty-four years ago by its present 
officers, who are today actively at the head of its organization. Its 
officers have always looked upon The National Life and Accident 
Insurance Company as a social institution engaged in a high service 
to mankind. It has grown from a small organization operating in 
Tennessee during the past years, to an organization of two thou- 
sand five hundred home office and field employes operating in 
twenty-one states. 


Our slogan “Shielding Millions—Are We Shielding You? is 


literally true. 


The National Life and Accident 


Insurance Company, Inc. 


Home Office National Building Nashville, Tennessee 


























